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VITAVAR PENETRATING FLOO 
SEALER AND WOOD FINISH 


47 WILL NOT 
Scraren, 


Vita-Var Penetrating Floor Sealer and Wood Finis 
applied to the left half of this board . . . on the rigi 
ordinary surface finish was used. Note how the or 
surface scratched and chipped away, while the Vi 
Wood Finish remains unharmed. 

@ Penetrates to protect and preserve 

@ Tough, scratch-proof, wear resistant 

@ Easy fo use... never turns white 

@ Non-slippery satin finish 

@ Dirt can’t grind in 

@ Available in clear finish or stained effect 

@ Does not require waxing 


Write today for details and descriptive folder! 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with fair 
wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as central headquarters for the 
industry's consumer selling activities in the local community. 

4—Perpetuation of the free enterprise system as the basis of a more abundant and 
meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. 
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‘My Votre Goes to 
e Truck | Drove ln The Arm 














Returning veterans, working on jobs where motor trucks are 
purchased or used, just naturally go for GMC. For wherever 
they served ... Africa or the Aleutians, Europe or the Pacific 
...their number one source of truck transport was the GMC 


“six-by-six.” And whatever their branch of the Army... ‘ARMY WORKHORSE 


ground or air forces, combat or supply...GMC “Army Work- 


horse” power proved its ability on the toughest jobs. 

Civilian GMCs benefit by the same manufacturing facilities, 
incorporate the same all-truck construction and feature en- 
gines of the same basic design as their military brothers... 








nearly 600,000 strong. Offered in a wide range of models, 
chassis types and sizes, ¥% to 20 tons, new GMC trucks provide 
war-proved performance for all kinds of peacetime hauling. 


Traffic accidents have increased at an alarming rate since the war. c 
Careless driving, jaywalking and neglect of needed repairs are eS 

mainly responsible. Do your part to prevent accidents by obeying all a THE TRUCK OF VAiUE 
traffic laws... by driving safely and walking carefully ... by having L 
your car or truck inspected regularly, repaired promptly and properly. GASOLINE m DIESE 


GMC TRUCK & COACH DIVISION °¢ GENERAL MOTORS CORPORATION 
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Take a Tip from Users-- 


put LOGGERS DREAM on your Job 


In our first year of production—1941—only 35 Loggers Dreams were 
manufactured. Today—5 years later—354 leading concerns use from 
one to 30 Loggers Dreams. Many of these users have re-ordered two 
and three times. 


Stop and think a moment. These 354 users are all practical business 


men. Nearly all of them saw the Loggers Dream in action before they 
bought. 


- , , ‘ ; t 
They saw what Loggers Dream was doing for their neighbors in step-'; 
ping up log in-take, in getting logs out of difficult places, in utilizing 
labor more efficiently, in cutting logging costs and thereby increasing 
profits. 


t 


Today is the age of mechanization. To make money you must mechan- 
ize with the latest, most modern and efficient equipment—and in logging 
‘that means Loggers Dream. 


Loggers Dream snakes from the stump up to 500 feet—Puts on a load 
in 5 to 10 minutes, depending on size of logs—Moves to the job at truck 
speed and is quickly and easily set up—Handles any log a %” line will 
carry—Independently powered with Ford 100 h.p. industrial unit and 
has plenty of power. 


Get more logs out faster, cheaper with Loggers Dream. 
Write, wire, phone for full information. 


TAYLOR MACHINE WORKS 


LOUISVILLE e MISSISSIPPI 
Phone 438 





Some of the 354 
LOGGERS DREAM Users 


Swift-Hunter Lumber Co., Atmore, Ala. 
Allison Lumber Co. (2) Bellamy, Ala. 

W. A. Belcher Lumber Co., Birmingham, Ala. 
Grayson Lumber Co. (2) Birmingham, Ala. 
Whitted Lumber Co. (2) Butler, Ala. 

W. T. Smith Lumber Co., Chapman, Ala. 
Scotch Lumber Co. (2) Fulton, Ala. 
Cleveland Lumber Co. (2) Jasper, Ala. 

Gulf Lumber Co. (4) Mobile, Ala. 

Miller & Co. (5) Selma, Ala. 

H. McKenna, Inc. (2) Dermott, Ark. 
Reynolds-Gammill Lumber Co., Eldorado, Ark. 
Howe Lumber Co. (3) Helena, Ark. 
Arkansas Oak Flooring Co., Junction City, Ark. 
Partee Lumber Co. (2) Magnolia, Ark. 
Urbana Lumber Co. (2) Urbana, Ark. 


Townsend Sash-Door & Lbr. Coe (2) Lake 
Wales, Fla. 


Elberta Crate & Box Co. (3) Tallahassee, Fla. 
Augusta Hardwood Company, Augusta, Ga. 
J. S. Shumaker Lumber Co. (2) Bainbridge, Ga. 
R. C. Owen Company (2) Hopkinsville, Ky. 
Magazine Lumber Co. (2) Bogalusa, La. 
Ferriday Hardwood Co. (2) Ferriday, La. 
Harless Lumber Co. (2) Lake Charles, La. 
Hillyer-Deutsch-Edwards, Inc. (2) Oakdale, La. 
B. C. Crum (3) Port Gibson, Miss. 
Link-Newcomb Lumber Co., Tchula, Miss. 
United Timber & Lumber Co., Vicksburg, Miss. 
E. L. Bruce Co. (15) Bruce, Miss. 

Allen Cooperage Co. (30) Jackson, Miss. 
Dawkins Lumber Co. (2) Fayetteville, N. C. 
Kelley Lumber Co. (2) Micro, N. C. 

Carr Lumber Co., Pisgah Forest, N. C. 

A. L. Slade Lumber Co., Aiken, S. C. 

Holly Hill Cypress Co., Holly Hill, S. C. 
Edmonds Bros. Lumber Co. (3) Bristol, Tenn. 


Chickasaw Wood Products Co. (2) Memphis, 
Tenn. 


General Box Co. (3) Beaumont, Tex. 
Southern Pine Lumber Co. (2) Diboll, Tex. 
Walton Lumber Co., Pendleton, Va. 

Virginia Pine Lumber Co., Stoney Creek, Va. 
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Easy-Lift 
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GARAGE DOORS 


Seger 





All the Beauty, Strength, Durability, 


Light Weight and Rust-proof Qualities 


se aeeeneaneeneneeeneeena meme 


of Heavy Gauge 


BU a ® Can’t rust! 


; ; : : . ® Can’t rot! 
PLUS exclusive features in construction and operation which make © Con’ ' 
the Wilson Easy-Lift, by any comparison, America’s finest garage door. ant sag 


It’s braced by full length top and bottom beams—and by ‘‘U”’ shaped : napghaonnaed 

diagonal girders with double spider. It’s welded by airplane type Weighs only 101 pounds! 

rmethods into a strong rigid unit, designed to last a lifetime. And it ™@ Hangs on lifetime lubricated ball 
floats, literally floats up and down at a touch of the fingers. Floating bearings! 

Tension does it—produced by special dual lifting mechanisms (Pat. M@ Requires no space inside garage! 
applied for) concealed in the door itself. For details of our Profit Plan— @ No assembly on job! 





M@ No exposed weights, springs or 
balancing devices! 


@ Easily adjustable for perfect balance! 
a Pa WUNUUUN @ Attractive architecturally! 


Wilson Foundry & Machine Co. @ Requires less paint—or can be left 
22 Wilson Avenue, Pontiac, Michigan unpainted as desired in most 
Send me full information about Wilson Easy-Lift Garage Doors and your Profit Plan. climates. 


@ Rubber weatherstripped at top and 
bottom! 


® Assures minimum maintenance cost! 


wire, write, phone or 





Your Name 





ra . 
Wiese oF Uasane Cieeet "end to handle, store 


er @ Designed for the finest homes—but 
oes priced for EVERY home owner. 











Nature of Business 
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NEW FARM HOME CREDIT SYSTEM will enable farmers to 


obtain credit on same terms as urban dwellers. This new system of 
agricultural credits is under the Federally-sponsored farmers’ home 
administration. (Further details in News and Trends.) 


LUMBER TARIFFS ORDERED SUSPENDED by President Truman. 


Duty-free importation permitted on timber, lumber and lumber 
products items specified by Expediter Wyatt. G. O. P. leaders 
charged this move aimed more toward constructing political fences 
than building homes. Added lumber spokesmen: finished items— 
doors, windows, and flooring—not raw lumber are critical need. 


SECRET HOUSING REPORT released by Sen. Brewster (R., Me.) 


reveals NHA bungling and waste of taxpayers’ money began early 
in the war. Washington observers believe release of this report 
may hasten liquidation of NHA, already under severe criticism for 
its handling of veterans’ housing. 


N. R. L. D. A. UNANIMOUSLY OPPOSED ALL BUILDING CURBS 


at a closed board meeting in Seattle. The resolution opposed every 
Federal rule and order effecting housing, subsidies, allocation of ma- 
terials, price controls, guaranteed markets, etc. 


NEW-TYPE CEMENT BLOCK held together by tongue and 


groove developed by Wisconsin man. Interlocking blocks allow 
one-inch dead air space which acts as insulation. Experimental 
house built with new blocks developed no moisture in years’ time. 


LUMBER EXPORTS TOTALED 170 MILLION BOARD FEET for 
the fourth quarter. Total lumber exports, said CPA, will be under 
600 million board feet for this year. Imports of lumber suitable for 
housing exceeded exports 5-1 in August, Wyatt claimed. 

NEW MODULAR-SIZED BRICK AND TILE should result in 20 


percent savings in masonry construction costs, estimdted the Struc- 
tural Clay Products Institute. S.C. P. I. says brick and tile are going 
into 50 percent of all new houses, crediting increased use of their 
materials to a smaller price step-up compared with other construc- 
tion materials. 


RECORD TIMBER CUT of one billion board feet was taken from 


the national forests during the last quarter. Chief U. S. Forester 
Watts estimates total cut from national forests in 1947 will approxi- 
mate four billion board feet compared with 2,729,000,000 feet for 
fiscal year of 1946. 

FARM BUILDING BELOW EXPECTATIONS for this year be- 


cause of materials shortages and government restrictions. These 
roadblocks will keep farm building below 300 million dollars; when 
restrictions are lifted, this figure will be nearer 500 million annually. 

PRODUCTION OF PLUMBING FIXTURES IMPROVING, although 
far short of demand. Output of bath tubs for first half of 1946 was 
59 percent above total production for 1945, says the Plumbing and 


Heating Industries Bureau. Production of lavatories and sinks also 
showing strong gains. 


PEAK HOUSE PRICES HAVE PASSED for older and larger resi- 


dential properties. Survey by U.S. Savings and Loan League indi- 
sates advertisements are pulling fewer calls; prices are being 
dropped with development of sales resistance and small buyers’ 
strike. 


OPA INVESTIGATORS GOING FROM MEAT TO LUMBER 


branches. Every effort is being made to retain inflated staff despite 
fact that OPA is obviously heading toward the exit. 
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LOANS TO FARMERS 
Liberal provisions of Farmer's 
Administration Act enumerated 

LIBERAL loan provisions for in- 
dividual farmer-owned-and-occupied 
farms are provided under the Farm- 
er’s Home Administration Act of 
1946 passed by the 79th Congress 
(Public Law 731). 

Under this law, farmers will be 
able to secure credit on the same 
basis as urban dwellers. The Sec- 
retary of Agriculture is authorized 
to make full value farm loans (in- 
cluding land and all improvements) 
to veterans and other persons whose 
chief livelihood is farming at an 
interest rate of 314 percent and for 
terms up to 40 years. 

INSURED LOANS 

In addition, a new program of in- 
sured loans is provided with a 90 
percent loan-to-value ratio, 40-year 
maturities and an interest rate of 
2% percent. These loans have a 
1 percent initial charge and carry 
a 1 percent annual premium, half 
of which goes into an expense fund 
since the Secretary of Agriculture 
does all the administrative work, 
half of which is credited to an in- 
surance fund. 

Total mortgages under both plans 
cannot exceed 150 million dollars 
per year and therefore is not ex- 
pected to be a substantial part of 
the total farm mortgage business. 


NEW RESEARCH GROUP 


Building Products Institute 
organized by manufacturers 


REPRESENTATIVES of 200 
companies and associations engaged 
in the manufacture of building 
materials and equipment have 
formed a new fact-finding and eco- 
nomie research organization to be 
known as the Building Products 
Institute. 

“The purpose of the Institute,” 
said Douglas Whitlock, formerly 
chairman of the advisory board of 
the Producers’ Council and chair- 
man of the new group, “is to as- 
semble, analyze and disseminate 
facts about the production of 
building materials and equipment 
and about the progress of con- 
struction, including housing.” 

In addition, the Institute will 
analyze and make recommendations 
with respect to proposed legisla- 
tion affecting the construction in- 
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NEWS a«¢ TRENDS 





dustry and will study the effects 
of existing Federal controls. The 
Institute plans to check and verify 
statistical information released by 
various Federal agencies with re- 
spect to construction trends. 

Miles L. Colean, former assist- 
ant administrator of the FHA, will 
be the Institute’s economic con- 
sultant. The Institute’s headquar- 
ters will be at 1756 K Street, N.W., 
Washington 6, D. C. 


WELFARE PROGRAM 
Northwestern maps program 
to eliminate NHA and OPA 


THE Northwestern Lumbermens 
Association has adopted a “public 
welfare program.” Objectives of 
the program, as outlined by Secre- 
tary W. H. Badeaux, call for the 
immediate repeal of OPA and the 
elimination of NHA. 

After compiling facts and figures 
to back up their arguments, the as- 
sociation plans to give wide pub- 
licity to the program through news- 
papers, the radio and mailing 
pieces, so that the veteran, farmer 
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and the public generally will know 
the facts about OPA and NHA as 
they affect the construction indus- 
try and the public as a whole. 

The association has_ already 
mapped the basic faults and opera- 
tional failures of both agencies and 
has offered a_ solution. It is 
planned to secure the cooperation 
and endorsement of other organi- 
zations to the program as well as 
the active endorsement of north- 
west governors, senators and rep- 
resentatives. 


LUMBER HANDLING 


Problems will be considered 
at materials handling show 


SPECIAL consideration will be 
given to the problems of handling 
lumber at the first national Mate- 
rials Handling Exposition at the 
Public Auditorium, Cleveland, Jan. 
14-17. 

Production and assembly line ma- 
terials handling will be considered 
at the four-day session, also han- 
dling for receiving, shipping, load- 
ing and warehousing. 

Competing systems and machin- 
ery for materials handling will be 
under one roof. On exhibition will 
be hoists, hoist mountings, cranes, 
derricks, conveyors, hand and 
power trucks, skids and pallets, 
tractors and trailers. 

Admission to the sessions may be 
secured by writing Clapp & Poliak, 
Inc., 37 Wall Street, New York 
City. 


DODGE REPORTS 


Slight gain for residential 
contracts registered in East 


RESIDENTIAL construction 
contracts in September increased .3 
percent over the dollar volume of 
contracts awarded in August in the 
37 states east of the Rocky Moun- 
tains, reported F. W. Dodge Cor- 
poration, a fact-finding organiza- 
tion for the construction industry. 

September residential contracts 
totaled $293,831,000 against $284,- 
025,000 in August and called for 
the construction of 40,390 dwelling 
units. 





NONRESIDENTIAL BUILDING DECLINES 


Gains in residential contract 
awards varied widely in different 
areas. Moderate to severe drops 
were registered in metropolitan 
New York, northern. New Jersey, 
upstate New York, the southeast- 
ern states, western Pennsylvania, 
West Virginia, Ohio, the south cen- 
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Nothing cools the ardor of a modern mer- 
chant like a shelf warmer. Groomed= for 
action. AY ANIZE colors and sizes are not 
“sleepers.” They are often withheld from 
the market until their acceptance can be 


reasonably assured. 


That acceptance, among other things. is 
an important factor ino making things 
hum at the paint counter. Yes. indeed, 
eo ae AY AD Kinishes are on the move 


constantly. 


For users. the LIFE of the surface: for 
dealers. the LIFE of the store. 


BOSTON VARNISH CO,PANY 
Montreal 


Boston Chicago Los Angeles 


SELF - SMOOTHING 
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tral states and Texas. New Eng- 
land showed the greatest gain. 

Nonresidential contracts de- 
clined from $211,530,000 in August 
to $169,627,000 in September while 
heavy engineering works fell from 
$184,354,000 to $156,399,000 in the 
eastern states. 


PROGRAM FOR 1947 


Producers’ Council aims to 
.increase materials output 


THESE are the goals of The Pro- 
ducers’ Council for next year, says 
Tyler S. Rogers, the Council’s new 
president: 

1. Increasing production of 
building materials and equipment. 

2. Improving and streamlining 
the distribution system. 

3. Developing a means of lower- 
ing the cost of building. 

Also scheduled for special study, 
Mr. Tyler said, will be methods of 
stabilizing the construction activity, 
thereby eliminating the costly ups- 
and-downs in the volume of build- 
ing and employment for on-site and 
off-site workers. 

The Council will not engage in 
legislative activity. 

“Fact-finding will constitute a 
basic part of the Council’s work,” 
said Mr. Tyler. “With a sound 
foundation of fact, we shall tell our 
own industry, the public and any 
interested government officials to 
what extent it is the lack of labor, 
of raw materials, of new produc- 
tion equipment, or of freedom to 
reflect actual costs in product 
prices that is handicapping our ef- 
forts to meet the unprecedented 
demand for materials.” 


GOOD PUBLICITY 
NRLDA secretary attacks OPA 


in American Magazine article 


OPA regulations governing lum- 
ber are encouraging crime among 
the American people, says H. R. 
Northrup, secretary of the National 
Retail Lumber Dealers’ Association, 
who carries the argument for the 
repeal of OPA to the consumer in 
a two-page article in the Decem- 
ber issue of the American Maga- 
zine. 

“The American people who want 
lumber are going to get it by hook 
or crook,” declared the NRLDA sec- 
retary. “The only way to prevent 
widespread violation of the law is 
to wipe the law from the statute 
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R. D. WERNER CO., INC., 295 FIFTH AVE., NEW 
YORK 16, N. Y. “TRIM-IT-YOURSELF” DIVISION 


Please send me complete literature, prices 
and discounts on the new Chromtrim 
Peg -it-Yourself” unit. Write to Dep’t 
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A new merchandising unit to take 
care of the constantly increasing 
demand from customers who do 
their own home installations. 


It pays BIG, BIG PROFITS 
to feature this new 


"nim - t-Yoursel,” display 


te Features 8 easy-to-install 
consumer shapes. 


% No special tools or me- 
chanical skill necessary. 


Fills a vital need in all home 
modernizing, repairs, im- 
provements, alterations. 


Full-color counter dis- 
play. Also literature 
showing applications. 


Building materials dealers! ATTENTION 


Mail coupon today for comple*a informatiog 
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books. With government control 
out of the way, we can fulfill our 
destiny as a nation of builders.” 


NHA vs WAA 


Prefab manufacturer wins first 
round of inter-agency battle 


IN Chicago, the prefabrication 
struggle took a new turn. 
Using its overriding powers, the 


National Housing Agency directed 
the War Assets Administration to 
award the huge Dodge plant in 
which the Tucker Corp. planned to 
build a new, radical automobile to 
the Lustron Corp., prospective 
builders of prefabricated houses. 


The Lustron corporation has 
plans to build 30,000 steel porcelain 
enamel homes annually in the big 
plant, provided it can borrow suf- 
ficient capital from the government. 
Expediter Wyatt has. recommended 
that RFC make loans totaling 54 
million dollars to prefabricated 








Production of 


Nationally 
Advertised 


Packaged, 
Labeled and 
Sealed 


the present on allotment 
basis, we are hoping to 
achieve reasonably good 
service in the near future. 


Guaranteed 
90% Red Heart 
or Better 
100% Oil 
Content 


SHELVING 
AR OIL 





is improving 


To you who have been 
patiently standing in line 
awaiting deliveries of 
SUPERCEDAR-— our pro- 
duction is at last increas- 
ing. While in fairness to 
all we must continue for 


The Spectacular Pent-up 
Demand for SUPERCEDAR 
is most gratifying. Mr. 
Dealer, reserve space for 
it in your shed—we are 
going to make it availa- 
ble to you as rapidly as 
conditions will permit. 


BROWNS 


DAR 


MARK 


SUP 


cLO 


TRADE 





Largest Manufacturer of Aromatic Red Cedar in the World 





housing firms; 32 million of this 
sum is asked for Lustron; another 
11 million for Andrew J. Higgins, 
the boat builder. 


COMING CONVENTIONS 


Nov. 12-14—Western Forestry and 
Conservation Association, Mult- 
nomah Hotel, Portland, Ore. 


Nov. 19—Pacific Lumber Remanu- 
facturers Association, Multno- 
mah Hotel, Portland, Ore. 


Dec. 2 & 3—Southern Sash & Door 
Jobbers Association, New Or- 
leans, Hotel Roosevelt. 


Dec. 7—Massachusetts Retail Lum- 
ber Dealer’s Association, Hotel 
Copley Plaza, Boston. 


Jan. 13-15—Middle Atlantic Lum- 
bermens Association, Atlantic 
City, Claridge hotel, no exhibits. 


Jan. 13-15—Kentucky Retail Lum- 
ber Dealers Association, Louis- 
ville, Brown hotel, exhibits. 


Jan. 14-16—Northwestern Lum- 
bermens Association, Minneapolis 
Auditorium, Minneapolis,  ex- 
hibits. 

Jan. 22-23—Carolina Lumber & 
Building Supply Association, 
Charlotte, Hotel Charlotte, ex- 
hibits. 

Jan. 22-24—Southwestern Lumber- 


mens Association, Kansas City, 
Auditorium, exhibits. 


Jan. 27-29 — Northeastern Retail 
Lumbermens Association, New 
York, Pennsylvania hotel, exhib- 
its. 

Jan. 28-30—Nebraska Lumber Mer- 
chants Association, Omaha, Au- 
ditorium, exhibits. 


Jan. 28-30—Ohio Association of 
Retail Lumber Dealers, Colum- 
bus, Deshler-Wallick hotel, exhib- 
its. 


Feb. 2-4—West Virginia Lumber 
Supply Dealers Association, 
Charleston, Daniel Boone hotel, 
exhibits. 


Feb. 4-6—Michigan Retail Lumber 
Deaiers Association, Grand Rap- 
ids, Pantlind hotel, exhibits. 


Feb. 5-6—Lumber Dealers Associa- 
tion of Western Pennsylvania, 
Fort Pitt Hotel, Pittsburgh, ex- 
hibits. 

Feb. 9-11—West Virginia Lumber 
Supply Dealers Association, 
Huntington, no exhibits. 


Feb. 10-11—Mountain States Lum- 
ber Dealers Association, Denver, 
Shirley-Savoy hotel, no exhibits. 
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Booth- Kelly 
Facilities are 


From the felling of the tree to the 
shipping platform, Booth-Kelly is 
organized for efficient, quality 
production. 


The Booth-Kelly product has long 
been known for the excellence of 
its manufacture, the reliability of 
its drying, the accuracy of its 
grades, the dependability of its 
values. While a heavy order file 
prevents us from asking you to 
try Booth-Kelly lumber, we hope 
the time is coming when a larger 
supply may enable us to be of 
service to you. 


RAR 
DOUGLAS FIR 


Dimension 
Drop Siding 
Mouldings 


Flooring 
Finish 
Casing 


Ceiling 
Stepping 
Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber: 





NEWS a«d TRENDS 


Feb. 10-12—Illinois Lumber & Ma- 
terial Dealers Association, Chi- 
cago, Sherman hotel, exhibits. 


Feb. 18-20—Wisconsin Retail Lum- 
bermen’s Association, Milwaukee, 
Auditorium, exhibits. 


Feb. 18-20—Western Retail Lum- 
bermens Association, Portland, 
Multnomah hotel, exhibits. 


Feb. 19-20— Mississippi Retail 
Lumber Dealers Association, 
Jackson, Heidelburg hotel, exhib- 
its. 

Feb. 20-21—Virginia Building 
Material Association, Richmond 
(?), John Marshall hotel, exhib- 
its. 

Feb. 23-27—National Association of 
Home Builders, Chicago, Stevens 
Hotel, exhibits. 


Mar. 5-7—Intermountain Lumber 
Dealers Association, Salt Lake 
City, Utah hotel, no exhibits. 


Mar. 5-7—Iowa Retail Lumbermens 
Association, Des Moines, Coli- 
seum and Savory hotel, exhibits. 


Mar. 10-12—Lumbermen’s Associa- 
tion of Texas, Galveston, Munici- 
pal Pier, exhibits. 


Mar. 11-13 — Indiana Lumber & 
Builders Supply Association, In- 
dianapolis, Murat Temple, ex- 
hibits. 


Mar. 17-19—Ontario Retail Lumber 
Dealers Association, Toronto, 
Royal York Hotel, exhibit. 


Mar. 19-20— Louisiana Building 
Material Dealers Association, 
New Orleans, Jung hotel exhib- 
its. 

Mar. 19-20—New Jersey Lumber- 
men’s Association, Atlantic City, 
Traymore hotel, no exhibits. 


Mar. 26-27—South Dakota Retail 
Lumbermen’s Association, Sioux 
Falls. 


Mar. 27-28 — Florida Lumber & 
Millwork Association, Hillsboro 
Hotel, Tampa, exhibits. 


No announcement received from 
the following associations: South- 
ern California Retail Lumber Asso- 
ciation; Montana Retail Lumber- 
mens Association; Arizona Retail 
& Builders Supply Association and 
Lumber and Supply Dealers Coun- 
cil, Georgia. 
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“We are not moving—the place is not for rent. We are merely 
having the venetian blinds cleaned.” 
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« | LHERES MORE THAN MEETS THE EYE 
é in FORDYCE-CROSSETT SERVICE 





In- 
eX- ‘ 
There’s almost 50 years of supplying dealers who’ve built good reputations with quality lumber. 
- There’s knowledge of what dealers expect from the manufacturer. There’s understanding of 
to what every dealer is facing in having little lumber to sell. There’s determination to help him to 
the limit of our present sub-normal output. There’s this pledge: that with the return to normal 
ng distribution, today’s research and development of new refinements will qualify Fordyce and Crossett 
on, lumber products to meet what users are going to demand for homes and industries of the future. 
‘ib- 
er- 
ity, 
tail 
ux 
& 
oro 
om 
ith- stn : 3 rs i & -' Aes i t, 
3$0- Selective harvesting means sustained Permanent, large-capacity plants symbolize the 
yer- ending lumber supply. highest standards of manufacture. 
and 
un- 
Processing at the source provides end-products 
ready for use. 
Bit, SS Xe 
. ; : | 
| | ———— oli 
Ultimate refinement during quantity production keeps Progress attained up to now is only the starting point 
down installation costs. for improvements to come. 
| oe ak: a at i 
FORDYCE-CROSSETT SALES CO. §52.¢ Arkansas 
— DISTRIBUTORS FOR: Fordyce Lumber Company and Crossett Lumber Company 
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Booth- Kelly 
Facilities are 
Modern 





From the felling of the tree to the 
shipping platform, Booth-Kelly is 
organized for efficient, quality 
production. 


The Booth-Kelly product has long 
been known for the excellence of 
its manufacture, the reliability of 
its drying, the accuracy of its 
grades, the dependability of its 
values. While a heavy order file 
prevents us from asking you to 
try Booth-Kelly lumber, we hope 
the time is coming when a larger 
supply may enable us to be of 
service to you. 


ARAB 
DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BocthAtell 











NEWS aad TRENDS 


Feb. 10-12—Illinois Lumber & Ma- 
terial Dealers Association, Chi- 
cago, Sherman hotel, exhibits. 


Feb. 18-20—Wisconsin Retail Lum- 
bermen’s Association, Milwaukee, 
Auditorium, exhibits. 


Feb. 18-20-——Western Retail Lum- 
bermens Association, Portland, 
Multnomah hotel, exhibits. 


Feb. 19-20 Mississippi Retail 
Lumber Dealers Association, 
Jackson, Heidelburg hotel, exhib- 
its. 

Feb. 20-21— Virginia Building 
Material Association, Richmond 


(?), John Marshall hotel, exhib- 
its. 


Feb. 23-27—National Association of 
Home Builders, Chicago, Stevens 
Hotel, exhibits. 


Mar. 5-7—Intermountain Lumber 
Dealers Association, Salt Lake 
City, Utah hotel, no exhibits. 


Mar. 5-7—Iowa Retail Lumbermens 
Association, Des Moines, Coli- 
seum and Savory hotel, exhibits. 





Mar. 10-12—-Lumbermen’s Associa 
tion of Texas, Galveston, Munici 
pal Pier, exhibits. 


Mar. 11-13 Indiana Lumber 
Builders Supply Association, | 
dianapolis, Murat Temple, 
hibits. 


Mar. 17-19—-Ontario Retail Lum! 
Dealers Association, Toron'! 
Roval York Hotel, exhibit 


Mar. 19-20 Louisiana Building 
Material Dealers Association, 
New Orleans, Jung hotel exhib- 
its. 

Mar. 19-20—-New Jersey Lumber- 
men’s Association, Atlantic City, 
Traymore hotel, no exhibits. 

Mar. 26-27—South Dakota Retail 


Lumbermen’s Association, Sioux 
Falls. 


Mar. 27-28 — Florida Lumber & 
Millwork Association, Hillsboro 
Hotel, Tampa, exhibits. 


No announcement received from 
the following associations: South- 
ern California Retail Lumber Asso- 
ciation; Montana Retail Lumber- 
mens Association; Arizona Retail 
& Builders Supply Association and 
Lumber and Supply Dealers Coun- 
cil, Georgia. 



































“We are not moving—the place is not for rent. We are merely 
having the venetian blinds cleaned.” 
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The ~#Ul- Purpose WINDOW MATERIAL 
BUILDS VOLUME SALES 


MORE eggs—BIGGER eggs when “Vitamin-D” sunshine rays 
reach birds. R-V-LITE admits over 60 times more “Vitamin-D” 
rays than window glass—builds sturdier chicks and pullets— 
increases egg yield. That means steady, repeat business and 
bigger profits for R-V-LITE dealers. 


Ideal for storm doors and 
windows and a host of other 
uses. 


@ &-V-LITE keeps heat in and cold 
out. Sell it to prevent drafts and 
cold epidemics in the home and 
all farm animal buildings. Trans- 
parent, shatter-proof, weather- 
proof, durable. Backed by strong 
magazine and radio advertising. 




















Listen v0 
*« NOTHING BUT THE ell 


-coast 
On the radio from coast-to-co 


Pree! Dispens- 


ing Display Rack 
and other selling 
=. helps. 


vient ORDER FROM 
YOUR JOBBER TODAY 


ARVEY CORPORATION 


Exclusive Manufacturers of R-V-LITE 


3470 N. Kimball Avenue, Chicago 18, Ill. 











RS 
EDITORS 


To the Editors: Please send us two copies of the 
Analysis of the Work of the Sales Representative for 
a Retail Lumber and Builders’ Supply Company which 
appeared 31 August 1946. 

Every building material dealer who sees this study 
will surely want additional copies for while there is 
much material of general interest this is the first 
comprehensive study specifically for our business we 
have ever seen.—HOWARD BOOTH BEARD, S. B. 
Dibble Lumber company, North Adams, Mass. 





To the Editors: Please send us two copies of the 
Job Analysis in the article appearing on page 35 to 
86 of the August 31 issue of the LUMBERMAN.—IRVIN 
F. KEELER, Globe Supply company, Aurora, IIl. 


To the Editors: Would you please send two copies of 

“Analysis of the Work of the Sales Representative 
” as given in the August 31 issue. 

It is an excellent article and everyone connected 

with it should be congratulated..-HAROLD (OC. 

PETERS, Parsons Lumber company, Parsons, Kans. 


To the Editors: May I have a reprint of the “Anal- 
ysis of the Work of a Sales Representative for a Re- 
tail Lumber and Builder’s Supply Company” which 
appeared in your August 31 issue. 

I don’t want to mutilate my copy of this issue of 
the magazine and would like to have these pages for 
use in my files—HARVEY CREECH, E. L. Bruce 
company, Memphis, Tenn. 


Response to the Job Analysis has been over- 
whelming. Seperately bound booklets of the 
Job Analysis are now available at 50 cents 
each.—The Editors. 


From the President to the Janitor 


To the Editors: The writer is sorry to inform 
you that he has very little time to read your mag- 
azine...for the reason he is being kept busy reading 
OPA orders, directives, amendments, appendix, regu- 
lations, etc., etc.... 

Our firm has been in the retail lumber business 
going on 39 years and during that time we have 
built up a nice business. We have not only made 
a good living, but have laid up a little bit of money 
and during these many years, we have furnished 
work for thousands of different employees, besides 
helping many thousands of people get homes on the 
installment plan, that would never have been able 
to purchase a home, provided they had been forced 
and compelled to have all the purchase price money 
to pay down on said home. During the time that 
we have been in business prior to OPA we prided 
ourselves on furnishing all the material that it re- 
quired to build a common ordinary house from base- 
ment to the finished roof which includes all kinds 
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DESIGNS THAT LAST DESERVE 
THE PERMANENCE OF STEEL 


BUILD WITH 





Siran-Steel framing is a building product of Great Lakes Steel Corporation 


2 m - 
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A framework of Stran-Steel sets any building apart 
from others of comparable design. For it imparts 
an inner value . . . permanence, fire-safety, free- 
dom from warp, sag, rot and termites . . . that safe- 
guards the building investment and enhances the 
builder’s reputation. 


Stran-Steel offers unlimited flexibility in design .. . 
permits the use of the widest variety of collateral 
materials. Pre-cut to required lengths, the framing 
members are quickly assembled by welding or by 
self-threading screws. Other building materials are 
simply nailed to the frame by means of the nailing 
groove, a patented feature of Stran-Steel studs 
and joists. 


Match good design with good materials. Build with 
Stran-Steel, the fabricated structural steel for better 
homes, apartment buildings and light commercial 
and industrial structures. For further details, see 
Sweet's File, Architectural, Sweet's File for Builders, 
or the January issue of Building Supply News. 


GREAT LAKES STEEL CORPORATION 


Stran-Steel Division « Penobscot Building ¢ Detroit 26, Michigan 
UNIT OF NATIONAL STEEL CORPORATION 
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m® SASH...ONLY AS GOOD AS ITS PUTTY @ 





When you're glazing a 
big order, is no time to be wrestling 
putty problems. That’s why so many 
sash and door makers have turned 
to MASTER GLAZIERS Primeless 
Putty. They know our laboratory 
control assures the uniform consis- 
tency, minimum shrinkage and fast 
setting of every batch. Want proof? 
Mail the coupon... no obligation. 


B [)} f) LE AMERICA’S LARGEST EXCLUSIVE 
THE co. Ally Makerr 


The Biddle Company, 612 S. Main St., St. Louis 2, Mo. 





Gentlemen: 


O Please furnish us with further information about 
Master Glaziers Primeless Putty. 


O Please send us the Introductory Offer of 100 lbs. 
at the 1,000 lb. barrel price. 


eee fee ee ee ee ee ee ee ee ea ee a ee ee a a a ee oe 
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LETTERS 





of hard materials, windows, doors, builders’ hardware, 
etc., etc. 

Of course, you understand that the prices of every- 
thing in our line comes under the jurisdiction of the 
OPA, and each classification has its own departments 
and is supervised by different department. In other 
words, OPA gives a certain branch of the depart- 
ment the lumber and another branch mill work and 
another the hardware, etc., etc. We have asked these 
inspectors when they have been around our place for 
certain information in regard to some question that 
we were not clear on in a certain line of material 
and they immediately tell us that does not come 
under their department, and therefore, they are un- 
familiar with it. At the same time they expect we 
dealers all over the country to keep up with all the 
regulations and orders, etc., that are issued by the 
different departments and at the same time to under- 
take to purchase materials of every character to oper- 
ate a business on and then to undertake to operate a 
business, all of which is impossible. 

The only suggestion that we are going to oflei 
you is that we would like for you to give OPA H—— 
and lots of it. 

Then again we want to make a very foolish request 
of you, that is, you advocate in all seriousness that 
each and everyone in the country work and fight 
against the present administration and elect men to 
public office who really have America at heart instead 
of trying to perpetuate themselves in office as long 
as they live and then when they get too old to serve 
in that office to have the Government pension them 
for the remainder of their lives. The writer is sick 
and tired of this tommyrot and wants to see it change 
from the President down to the janitor. 

...We wanted to write you this letter and say 
to you that we are very well satisfied with the 
AMERICAN LUMBERMAN as it now appears, but we 
would like to see you give the OPA H and lots 
of it—PAUL B. CARR, Carr Brothers, Johnson City, 
Tenn. 





Need for Real Selling Job 


To the Editors: I am glad to learn...some of the 
plans for the AMERICAN LUMBERMAN & BUILDING 
PRODUCTS MERCHANDISER. They are constructive and 
can be a forceful factor in causing everyone concerned 
with lumber and other building materials to properly 
evaluate the broader aspects of selling. In our product, 
as an example, there is a need to sell more than just 
lumber. Our Trade Promotion program has long been 
concerned with “selling” the specific qualities of lum- 
ber that enable it to serve in many fields of use. 

While the Southern Pine Association has always 
recognized the importance of a sound merchandising 
program in the marketing of Southern pine and has 
frequently sponsored cooperative programs’ with 
dealers, we ave conscious of the greater need for effec- 
tive salesmanship in the days ahead. The objectives 
of the AMERICAN LUMBERMAN & BUILDING PRODUCTS 
MERCHANDISER... .should bring about a wider appreci- 
ation of the opportunity to do a real selling job... 
—H. C. BERCKKES, secretary-manager, Southern Pine 
Association, New Orleans. 
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WHY INDUSTRY ENGINEERED HOUSES 
MEAN LOWER COSTS! 


The F.O.B. factory values of the lumber, millwork, 
plumbing, heating, electrical materials; roofing, 
flooring, paint and miscellaneous materials and 
equipment in a custom-built new house add up to 
27 percent of the total cost of a new house exclusive 
of the lot and financing. 


The other 73 percent of the cost of the house is 
made up of on-the-site labor costs and distribution 
costs including all work performed on all materials 
and equipment between the factory doors and the 
construction site. 


Nearly all of this 73 percent of the total cost is 
paid out to manual and white collar workers con- 
cerned with the handling of the materials and equip- 
ment en route to the job site and with their fabrica- 
tion into the completed home. 


Industry engineering of houses can save a frac- 
tion of the 27 percent or F.O.B. factory costs through 
simplification and standardization of the materials 
and equipment manufactured. 

But the important savings in industry-engineering 
of new homes will be found in the reduction of 
manual and white collar labor between the factory 
doors and delivered home. 


These savings will be in two categories: in con- 
struction labor and in the labor involved in distri- 
bution. 


Minutes and hours of assembly, installation, fabri- 
cation and erection labor can be saved in each of 
the building trades by careful engineering and 
packaging of each type of material and equipment 
with the sole thought of reducing on-site labor costs. 


With scores to hundreds of manufacturers com- 
peting in each classification of home materials and 
equipment to determine who can achieve the maxi- 
mum savings consistent with consumer quality and 
service, important savings should be had in every 
product line. 


in the area of distribution the development of unit 
house packages of the various major classes of ma- 
terials and equipment by their manufacturers would 
facilitate carload shipments to a single type of ware- 
house between the factories and the job site. 

(oday such materials flow through two dozen or 
more types of wholesale and retail warehouses. 
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The important savings in a single warehouse are 
obvious. 

(It will be argued that such a plan would “put out 
of business certain types of wholesalers and retail- 
ers.” Nothing could be farther from the truth as 
witnessed by the fact that retail lumber and build- 
ing material dealers have taken on in recent years 
such lines as paint and builders’ hardware in im- 
portant number and volume and yet there are more 
paint and hardware stores than ever.) 


By clearing industry-engineered homes through a 
scheduling, deliveries, storage, handling, loading, 
single local warehouse the cost of pre-assembly, 
unloading, stock-keeping, packaging and correlation, 
would be materially reduced in terms of the physical 
movement of products as well as in the elimination 
of the many duplicating “overheads” in the present 
multiplicity of warehouses. 

Other savings include paper work, selling time, 
freight costs, supervision and inspection costs, scaf- 
folding, drafting time, estimating and specification 
writing time, etc. 

With 30,000 parts in a house coming from 65 pro- 
duction industries the savings of a few minutes on 
one individual part and a few hours on.an industry 
product can mount up to substantial totals. 


When it is considered that these savings may be 
had for the consumer without sacrifice of architec- 
tural individuality, either externally or internally, 
our industry should promptly undertake the engi- 
neering of an annual line of houses. 


Finally, these savings in work-time bring the 
greatest benefits to manual and white collar workers 
for two reasons: 1. Prices of homes will be reduced 
to the point where they too can buy adequate new 
housing for their families and 2. The market for new 
homes will be widened by millions of families who 
cannot afford them now, thereby doubling and 
tripling the number of jobs available for the workers. 


Editor 
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Selling Insulation in a Seller’s Market 


Chicago dealer doubles dollar volume by establishing 
his reputation for service with newspaper advertising, 
plus effective counter sales, floor and window displays. 


7 HIS IS THE TIME of year 
when thousands of home 
owners start thinking about insula- 
tion—provided the dealer will help 
channel their thinking. 

One big city dealer who is suc- 
cessfully directing consumer think- 
ing into a big dollar-and-cents sales 
volume is A. A. Siegel, president of 
the A. A. Siegel Lumber company. 

This 30-year-old Chicago company 
has not waited for a buyer’s market 
to stimulate insulation sales. But 
when that time comes, Mr. Siegel 
believes that his concern will see in- 
sulation sales boosted to new 
heights as the result of its current 
merchandising policies. 


INSULATION EMPHASIZED 


HOME owners, Mr. Siegel is con- 
vinced, will think of one dealer 
when they think of insulation. That 
dealer, of course, will be the A. A. 
Siegel Lumber company. And the 
reason home owners will think of 
his concern, Mr. Siegel adds, is be- 
cause the word insulation and what 
it can do for the home owner, is 
kept constantly before the public. 


Consequently, insulation sales for 
this Chicago concern this year are 
expected to approximate $20,000. 
This is almost 100 percent increase 
over last year. Only the rather lim- 
ited supply of insulation and acces- 
sory materials are keeping sales 
from going higher. The Siegel 
concern is receiving approximately 
8,000 feet of Kimsul per month; it 
could sell 10,000 to 12,000 feet. It is 
receiving about one car of Celotex 


every six weeks; it could sell at_ 


least one car a month. 

Under these circumstances, many 
dealers would be content to sit back 
and let insulation sell itself. The 
growth of the Siegel company has 
been established on aggressive mer- 
chandising and insulation sales are 
no exception. 


MODEL ATTIC DISPLAY 


THAT is why Walter Siegel, as- 
sistant secretary of the company, 
designed and built a model attic 
which is now on display in the main 
sales room. It is located in a con- 
spicuous part of the room and no 
customer can miss it. Two entrance 


VARIOUS types of insulation and how they can be used are illustrated in the cutaway section 
of this model attic roof to which Walter Siegel is pointing. 
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doors from the street bring the cus- 
tomer almost into the model attic. 

Cut-away sections of the attic roof 
show various types of insulation 
and how it can be used to the best 
advantage. Furthermore, the dis- 
play combines roofing and imitation 
siding. Insulated brick is displayed 
on one side of the model and asbes- 
tos siding and roll brick siding on 
the other side. 

Inside the model attic is a dem- 
onstration showing how insulation 
board may be used, also a storage 
cupboard for china and a mock set 
of built-in drawers, showing how 
they fit into plans for a remodeled 
attic. 

“We had more customers than we 
had salesmen to take care of them,” 
said Walter Siegel. “The attic insu- 
lation display not only makes the 
wait easier for the customer, but 
has done a lot to sell insulation for 
us. When building materials such 
as plaster board, trim, doors and 
other accessories once more become 
available in quantity, this display 
will become more important than 
ever to us.” 


TIE-IN SALES 


A. A. SIEGEL, as well as his 
brother, emphasized the importance 
to the dealer in concentrating on 
tie-in sales. 

“We used to sell 1,000 feet of plas- 
ter board and let it go at that,’’ he 
said. ‘Now, we wouldn’t think of 
selling insulation without selling 
plaster board and other tie-in ma- 
terials.” 

About 50 percent of the insula- 
tion sold by the Siegel concern will 
be used for attic jobs. Approxi- 
mately 70 percent of total sales are 
made to home owners directly, the 
remainder to contractors. ‘The 
company does not install any in- 
sulation itself. 

However, on the sales counter, 
only a few feet from the cut-away 
attic, is a wide variety of instruc- 
tion leaflets emphasizing the advan- 
tages of insulation and proper 
methods of application. The in- 
structions detail methods of insula- 
tion between attic joists; how to 
insulate sloping walls and gables 
and around finished attic rooms. 
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STORE displays, such as this one at Harris Brothers’ main store in Chicago, make it easy for the home 
owner to picture insulation and what it will do for him. 


The leaflets also explain the tech- 
nical terms and methods to deter- 
mine the quantity of insulation 
needed for a specific job. 

In the Siegel window display, 
there are rolls of insulation and a 
a small model home with a cut-away 
attic section, also various placards 
to catch the attention of passers-by 
to emphasize the importance of 
year-around insulation and _ the 
comfort that goes with it. 

“Now you can insulate your home 
yourself,” says one of these plac- 
ards. “Forty dollars worth of in- 
sulation insulates the average home. 
It is easy to do a good job. Handy 
blanket form is extremely clean. 
Pleasant to handle, lightweight, 
flexible, quickly installed.” 

NEWSPAPER ADVERTISING 

' ACKING up his window and at- 
tic model displays, Siegel has used 
thre e types of newspaper advertis- 
ing to good advantage. Namely, 
the Sunday newspaper, the shop- 
ping news and a foreign language 
daily. The firm has run its ad in 
the Sunday newspaper and shopping 
news on alternate weeks. The 
foreign language daily proved an 
unusually effective medium. Deal- 


ers in metropolitan centers with a 
sizeable foreign population might 
profit from Siegel’s experience. 

The insulation advertisement ap- 
pearing in the English language 
newspaper was translated word- 
for-word in the Polish daily. The 
response was surprising. In fact it 
was necessary to call in Polish yard 
foremen to fill some of the orders, 
since not all the customers spoke 
English fluently. 

The Siegel Lumber company has 
played up its anniversaries in 
newspaper and direct mail adver- 
tising, particularly its five-year an- 
niversaries. Broadsides sent out 
at this time carry space devoted to 
insulation service, also a coupon 
which the consumer may clip. The 
coupon leaves space for name, ad- 
dress and telephone number and 
the type of job in which the home 
owner is interested. 

As part of its service, Siegel of- 
fers to submit free sketches and 
estimates on any job, help arrange 
an FHA loan for the home owner 
and place him in contact with a 
contractor of guaranteed and cer- 
tified ability and responsibility. 

Harris Brothers, another big 
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Chicago building materials firm, 
has added another twist to its in- 
sulation advertising. 

“Free this week with your order 
for cotton insulation, Kimsul, 
Masonite or Balsam Wool,” says 
the ad. “We will furnish free 
wood strips for installation or the 
loan of a rapid automatic stapling 
hammer.” 

Between 50 and 75 percent of the 
insulation buyers have taken ad- 
vantage of the free strips. Less 
than 50 percent have borrowed the 
automatic stapling hammer on 
which a deposit of $10 is necessary. 

Harris Brothers advertises in 
the Sunday newspaper consistently 
and insulation is usually empha- 
sized in their large display ad. 
Their advertising has made such 
an impression, said one Harris 


Brothers spokesman, that home 
owners go into rival stores and 
ask: 


“Have you got that Kimsul that 
Harris Brothers advertises?” 

Insulation displays have been in- 
stalled in the main store and each 
of the five branches. Salesmen are 
supplied with a full complement of 
insulation literature. 
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WO PHASES of personnel 
development frequently over- 
looked by the manager of a retail 
yard are (1) the rating of individ- 
ual employees in relation to their 
performance and personal charac- 
teristics and (2) the treatment of 
the individual customer by the store 
salesmen. 

First, let’s consider the reception 
afforded the individual customer, 
since the salesman’s performance 
rating will depend in large measure 
on his day-to-day success in dealing 
with the customer trade. 


WHY PEOPLE DON’T BUY 

VARIOUS surveys have shown 
that the reason people stop buying 
at certain stores is because of store 
and clerk indifference in from 40-68 
percent of the cases. The better the 
customer relations of your retail 
sales people, the better will be your 
chance of building up a big dollar 
volume. 

For the past five years, Allied 
Mills, Inc., Ft. Wayne, Ind., has 
used with outstanding effectiveness, 
a method of group instruction in 
courtesy, suggestive selling and the 
importance of product knowledge. 

The group of trainees are each 
given a dollar and the name of a 
local store. They are told to go to 
the store as a normal customer and 
make a purchase as they would or- 
dinarily. 


POINTS TO WATCH 
THESE are the points the train- 
ees are instructed to watch: 
I. WAITING TIME 

a. About how long did you 
wait after entering the 
store? 

b. For what reason were you 
required to wait? 

c. If the clerk was unable to 
give you immediate at- 
tention, did he acknowl- 
edge your presence and, if 
so, how? 

II. APPROACH 

a. Was the approach friendly 
and cheerful? 

b. Did the clerk in his ap- 
proach give you the im- 
pression of wanting to 
help you? 

c. What were the first words 
with which the clerk greet- 
ed you? 

Ill. ATTITUDE 

a. Was the clerk’s attitude 
during the sale friendly, 
cheerful and helpful? 





How To Increase Employee Efficiency 


One suggested method of teaching salesmen how to 


handle customers. 
know “where he 


b. Did he at any time seem 
bored or indifferent? 

c. Did he take an interest in 
your problem and try to 
help you? 

IV. KNOWLEDGE OF MER- 

CHANDISE 

a. Did the clerk give you the 
general impression that he 
knew his merchandise? 

b. Did he show you the dif- 
ference between various 
items of merchandise? 

c. Did he create the impres- 
sion that the item you pur- 
chased was worth the price 
you paid? 

V. SUGGESTIVE SELLING 

a. Did the clerk suggest some 
other item to you, if so, 
what? 

b. Was the item suggested: 
1. Related to the one pur- 

chased ? 
2. Especially seasonable? 
3. Just something he had 
to sell? 

c. Was the clerk’s manner of 
suggestion helpful or of- 
fensive? 

VI. THANK YOU 

a. Did the clerk thank you 
for the sale? 

b. If so, did he do it mechan- 
ically or like he meant it? 


VII. Do you consider that you 
were sufficiently well treated 
that you would walk a block 
out of your way to patronize 
the store again? 

Upon their return from their 
training missions, each trainee is 
asked by the instructor to tell the 
group of his experience. The in- 
structor usually keeps a record of 
the trainee’s experience on each 
point and makes concise comments 
that will emphasize good customer 
relation factors. Some of these ex- 
periences will be good, others not so 
good and a few humorously bad. 


RESULTS SUMMARIZED 

THEN, at the end of the session, 
the instructor summarizes the re- 
sults, showing point-by-point scores 
of good-and-bad experiences. He 
impresses the trainees that some of 
the bad experiences might happen 
in their own stores. 
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Rate each employee—let him 
stands” 


with the company. 


Through his own experience and 
by listening to the experiences of 
others, the trainee is permanently 
impressed, not only with the impor- 
tance of customer relations factors, 
but the right and wrong store be- 
havior. The trainee is allowed to 
keep whatever he purchased as a 
reminder of his experience. 


RATING FOR EMPLOYEE 

NONE the less important from 
the standpoint of both management 
and employee is the employee per- 
formance rating. This should be a 
part of regular management func- 
tion. 

The purpose of the performance 
rating is to record the performance 
of each employee on the work to 
which he is assigned, as well as a 
general evaluation of the employee’s 
capacity for growth. Under the rat- 
ing system devised by the Graybar 
Electric company, Inc., each indi- 
vidual who has been with the com- 
pany for one year or more at the 
time the performance rating pro- 
gram is being conducted will be 
given a complete and _ thorough 
rating. 


CHARACTERISTICS CONSIDERED 

LISTED on the performance rat- 
ing sheet are the characteristics 
which are most important in a con- 
sideration of the value of the em- 
ployee to the company. These char- 
acteristics are subdivided under the 
headings Performance of Work and 
Personal Characteristics. 

In order to assure the success of 
the test, Graybar emphasizes the 
importance of rating each individ- 
ual with absolute fairness. ‘The 
capable executive is able to put 
aside his personal prejudices, his 
individual likes and dislikes and 
rate each employee with the impar- 
tiality to which he is entitled. 


SIX-STEP SYSTEM 

AT GRAYBAR, the performance 
rating is done by a management 
committee in each district.. The 
purpose of the committee is to eval- 
uate the worth of each employee 
compared with other employees of 
the company. Individual ratings are 
not made against perfection. Rat- 
ings are arrived at by comparing 
each individual with other individ- 
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uals in the group, considering one 
characteristic at a time. 

The following six-step system of 
performance rating is presented as 
an improved method of obtaining 
the desired results. 


1. Prepare a performance rating 
sheet for each employee who has 
one year or more of service with 
the company, giving the employee’s 
name and job title at the top in the 
space provided. 

2. Divide the employees into two 
groups, those classified as sales em- 
employees in one and all other em- 
ployees in the other. If either of 
these groups is too large to allow 
satisfactory rating, the group may 
be further subdivided; however, no 
subdivision should contain fewer 
than five or six employees. 


3. Starting with either group, be- 
gin the rating with Quality of 
Work by considering all the em- 
ployees in that group, deciding 
which individual is best in this 
characteristic. Then decide which 
individual is poorest. The remain- 
ing employees may be rated between 
poor and best in accordance with 
your best judgment. 


4. Next consider Volume of Work 
and follow the same procedure for 
rating. Then continue down the 
list, considering one characteristic 
at a time, until all the employees in 
this group have been rated in all 
characteristics. 


5. Turning to the back of the 
sheet, each employee’s possibilities 
for the future may be considered. 
Underscore the department in which 
you feel he has the greatest contri- 
bution to offer. Then check the 
description which most nearly de- 
scribes his capacity for develop- 
ment. 

6. Follow the same procedure for 
rating the individuals within other 
branches of your organization. 


WHAT TO LOOK FOR 


BY RATING all individuals on 
one characteristic at a time, a more 
Suitable rating will result and it 
will be easier to place each indi- 
vidual in his proper position in com- 
Parison with other employees in the 
group. 

Special pains should be taken to 
avoid the halo effect which is the 
tendency to rate an individual who 
1s an unusually good worker as best 
in every characteristic right down 
the sheet; or to rate as poor in 
every characteristic an employee 
Who is generally poor in his work, 
notwithstanding the fact that he is 


entitled to a good score in some 
points. 





line. 


PERFORMANCE OF WORK 


QUALITY OF WORK 
Disregard volume of work. Consider 
accuracy, carefulness, other “quality” 
factors. 

VOLUME OF WORK 
Disregard quality of work. Consider 
only the quantity of work accomp- 
lished. 

KNOWLEDGE OF ASSIGNED JOB 
Does he know how to perform the 
duties of his present job? , 

INTEREST IN ASSIGNED JOB 
Is he interested in the work to which 
he is now assigned? 

DEPENDABILITY 
Is he reliable? Can he be depended 
on to do his work with a minimum of 
supervision? 

INITIATIVE AND INGENUITY 
Can he think and act independently? 
Can he get results when conditions 
are adverse? 

ATTENDANCE AND PUNCTUALITY 
Is he regular in attendance and on 
time? 

SUPERVISORY ABILITY* 

Can he organize and direct the work 
of others? 


PERSONAL CHARACTERISTICS 


PERSONAL APPEARANCE 
Is he neat? Does he make a good im- 
pression by his clothes and bearing? 

PERSONALITY 
Does his personality create a lasting 
favorable impression on those whom 
he contacts? 

COOPERATION 
Does he cooperate with his co-work- 
ers? Can he gain the cooperation of 
others? 

MENTAL QUALITIES 
Is he alert? Adaptable? 
Can he learn quickly? 

PERSONAL HABITS 
Consider his habits with respect to 
drinking, gambling, etc. 

HEALTH AND VITALITY 
Is he healthy, energetic, physically 
capable of working hard at his job? 

INTEREST IN SELF-IMPROVEMENT 
Does he seek out and make use of 
opportunities for personal develop- 
ment? 

INTEREST IN COMMUNITY AFFAIRS 
Is he active in local clubs, church 
or civic groups, etc.? 


Intelligent? 








as to the individual's supervisory ability. 





GRAYBAR PERFORMANCE RATING RECORD 
I sinvcdetesisstvccermaaunens ee an wcll ET ee 


Note: Please indicate your judgment of the individual’s correct rating in each 
characteristic by placing a check-mark at the proper point along the 


Poor Fair Average Good Best 


(1)___—(2) (3) .A4)~< (8) 





























(1) (2) (3) (4) (5) 





























*This item may be omitted if you have had no opportunity to form an opinion 











BY MEANS of this chart developed by Graybar Electric Company, it is possible to rate 
each member of the organization. Such a periodic rating is important from the stand- 
point of both management and employee. 


The ratings should be carefully 
analyzed and become a permanent 
part of each individual’s record. 
This record will be available at all 
times for reference. 

DISCUSSION WITH EMPLOYEE 

EXPERIENCE has shown that 
one of the greatest advantages of 
the performance rating is in 
the employee-supervisor conference 
which is held after the ratings have 
been completed. At this conference, 
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which should be held in a private 
office, the supervisor should point 
out to each employee both those 
points in which his work is satis- 
factory and those in which improve- 
ment is needed. 


Friendly counsel from the super- 
viser to the employee can both 
stimulate the employee and form 
the basis for a firmer bond _ be- 
tween the employee and the com- 
pany. 
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FREEDOM of architectural treatment possible 

by use of the house-building machine is indi- 

cated in this conception. Different types and 

sizes of windows and doors afford individ. 

vality. Two or more single basic units may 

be placed together to provide for a larger 
family. 


Cement House-Making Machines 
To Be Leased to Builders 


LeTourneau’s giant units capable of laying one house 
every 24 hours are being manufactured at Longview, Tex. 


‘4 HE TOURNALAYER, bally- 

hooed in feature stories as the 
machanical hen that can lay a ce- 
ment house in 24 hours, is ready for 
the market. 


L. G. LeTourneau, Texas manu- 
facturer of the mammoth house 
building machine, does not plan to 
sell his equipment. He will lease it 
on a monthly basis. 


The machines will rent for $5,500 
a month, plus $2,200 for a set of 
forms. Thus for a minimum of $7,- 
700, LeTourneau estimates that a 
builder can lay at least 20 houses 
per month at a cost of $395 per 
house. 


OTHER EQUIPMENT AVAILABLE 


BY RENTING two sets of forms, 
a builder may erect 40 houses at a 
cost of $247.50 per house, says Le- 
Tourneau. If the builder does not 
own other heavy building equip- 
ment. LeTourneau will rent that, 
too. 


The Tournamixer, a transit type 
of cement mixer which will pour six 
cubic yards of cement while travel- 
ing at a speed of 16 miles per hour, 
will back up to house forms and 
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eject concrete right over the top. 
The Tournamixer will rent for 
$2,250 per month and the Tourna- 
crane, which is said to be capable of 
lifting 10 tons up to an elevation of 
30 feet, assembling house forms on 
their bases and doing other heavy 
lifting jobs, will rent for $2,050 per 
month. 

All this equipment is said to be 
suitable for large scale housing 
projects of 50 or more units. 

The LeTourneu corporation does 
not plan to go into the home build- 
ing business itself and no prices 
are quoted on finished homes. How- 
ever, it is expected that they will 
retail for about $6,000. 


SPECIFICATIONS OUTLINED 


THE four-room house—living 
room, dining room, bedroom, kitch- 
en and bath—as released from the 
forms measures 32 feet 8 inches 
long by 24 feet and 10 inches high. 

The degree of individuality in 
each home, contends LeTourneau, 
rests with the builder. Windows 
and dcors can be provided in a wide 
variety of shapes and sizes and in 
any number desired. Roofs can be 


flat, gabled, hipped or mansard. 
Rooms can be partitioned to suit 
individual tastes and requirements. 

Construction methods may be 
varied by placing two or more sin- 
gle unit structures side by side or 
one on top of the other. 

The outer hollow form of the 
basic four-room structure is detach- 
ably mounted on the huge mobile 
machine. In addition to the outer 
form, a base and two inner forms 
comprise one complete set of forms 
necessary to mold the basic struc- 
ture of the four-room house. 


FIVE-INCH PARTITION 


TWO inner forms, secured to the 
base, shape the inside of the walls 
and ceilings. A five-inch space be- 
tween the two inner forms provides 
a five-inch partition the full length 
of the structure. The outer box-like 
form, open top and bottom, when 
lowered over the inner form, leaves 
a five-inch space between to form 
the walls. 

The entire form, including the in- 
side, outside and base can be picked 
up by the electric hoist and driven 
to a new site without dismantling 
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the unit, provided there is ground 
35 feet wide to travel on and a flat 
area of ground on which to place it. 

Reinforced steel is prefabricated 
for placement against each side and 
top of the inner forms. Window and 
door openings are cut in advance 
according to individual house plan. 
Aproximately 5,000 feet of 34 inch 
reinforcing steel rod is used in each 
unit. In addition, each house takes 
about 180 feet of conduit, also cut 
in advance. 


ERECTION TIME 


ERECTION time will depend on 
the builders’ construction methods 
and his facilities. Each house re- 
quires from 32 to 38 yards of con- 
crete, the amount varying accord- 
ing to the size and number of door 
and window openings. Time re- 
quired for the house to remain in 
the forms varies with the type of 
cement and aggregate used—usu- 
ally 16 to 24 hours. 

After the house is removed from 
the inner forms and while it is 
being carried in the outer form to 
its permanent lot, the inner forms 
are prepared for the next house. 
This involves cleaning and oiling 
the entire surface—then mounting 
directly against the inner forms all 
electrical conduit and outlet boxes, 
window bucks and reinforcing steel 
which has been prefabricated for 
quick placement. This process takes 
about three hours. 

The Tournalayer company is com- 
pleting a $5,000,000 installation in 
Longview, Tex. Builders who con- 
template renting Tournalayer equip- 
ment are invited to send some of 
their men to the Texas plant for a 
period of on-the-job experience op- 
erating home building equipment. 
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Photos: R. G. LeTourneau, Ince. 


HOW the Tournalayer places a completed 
basic four-room house on the building site 
ready for workmen to add the finishing 
touches is shown in the top photograph. 
Above is shown how a concrete house, en- 
cased in the outer form, is lifted off the inner 
forms and carried in one piece to the final 
building site. 


LARGE-SCALE housing projects, such as the 

subdivision, left, near the LeTourneau plant 

at Longview, Tex., are essential to guarantee 
economical use of this equipment. 
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One-Third of Veteran Population 


Receiving Training Benefits 


LMOST AS MANY veterans of 

World War II are receiving 
education and training benefits 
under the GI Bill of Rights as 
served in the armed forces in World 
War I. The total number receiving 
benefits as of Sept. 30, 1946 was 
4,549,654. 


Applications under the Service- 
men’s Readjustment act (GI Bill) 
totaled 4,042,121; those under the 
Vocational Rehabilitation act (Pub- 
lic Law 16) for disabled veterans 
numbered 507,533. 


Veterans in schools and on-the- 
job training at the end of Septem- 
ber totaled 1,382,563, of whom 42 
percent were enrolled for job train- 
ing. This is an increase of more 
than 133,000 over the Aug. 31 fig- 
ure. 


PLAN TO RESUME TRAINING 


VA records revealed that 636,036 
veterans had completed or discon- 
tinued their training under both 
laws by Sept. 30. Most of those who 
had discontinued their training, VA 
pointed out, had made plans to re- 
enter training later. 


The statistical summary of VA 
activities as of Sept. 30 showed that 
the veteran population had reached 
17,541,000, an increase of but 
70,000 over the August population. 
Number of World War II veterans 
at the end of September had reached 
13,585,000; number of veterans of 
other wars and regular establish- 
ment was 3,956,000. 


Statistics showed that the num- 
ber of initial unemployment claims 
filed during the last week in Sep- 
tember was dropping compared 
with a month earlier. Many vet- 
erans had absorbed their full year 
of unemployment benefits and were 
leaving the 52-20 club; others, of 
course, were going into private em- 
ployment. 

The number of initial claims for 
the last week of September totaled 
87,962 compared with 139,204 a 
month earlier. 
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RAPID GROWTH OF VETERANS 
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House Plan No. 826 
24,330 Cubic Feet 
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House Plan No. 824 
17,000 Cubic Feet 
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Complete working blueprints and specifica. 
tions of any house design published in this 
magazine are now available at $5 per set. 
Two sets of plans for the same house are $8, 
three sets $10, four sets $12 when ordered 
at the same time. All the blueprints are in 
a convenient 12x18 inch size and meet all 
FHA requirements. Please order plans by 
number, enclosing payment and address to 
American Lumberman, 139 North Clark street, 
Chicago 2, Ill. 
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Building a Modern House With 
Modern Materials and Methods 
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% THIS one-story house was sponsored by United States Gypsum com- 
pany as part of its research program. Harold Spitznagel, the archi- 
tect, is living in it with his wife and their three children at Sioux 
Falls, S$. D. Built as a guide to building material dealers and home Tl 
os owners alike, the house utilizes the latest materials and construction b 
methods throughout. There are three bedrooms: one 12x16; a scond, u 
® a, aaa 14x11 and a third 10x9. The living room is 14x23, the dining area ci 
MASTER ‘i 10x11 and the garage 20x19. In addition, there is a kitchen, laundry, W 
BEDROOM ope 
12-4" 4 16-0" utility room and tool room. 
Cc 
Cc 
GiRts ¢C BOYS j 
| Bo 
c ¥ 20-02 19-0 
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HERE sheathing is being applied to the studs. Waste is cut to a 

minimum, since sheating fits standard stud spacing. Workman scores 

and snaps units to fit. One man can handle the sheets easily and 
quickly. 
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FIREPROOF partitions were used between various rooms of the house. 
In this picture, a mason is laying a fireproof wall between the laundry 
and furnace room. 
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LARGE, built-in wardrobe is a feature of the master bedroom. All 

lights in the bedroom are conveniently controlled from the bed head- 

board. Lighting throughout the home is of the direct, recessed type 
flush with walls and ceiling or of indirect cathode ray type. 


THE MASTER bedroom makes liberal use of 
built-ins. In-bed reading is made more pleas- 
urable by controlled ceiling spotlight. The 
cabinets are sill-high. The double-pane glass 
windows afford effective insulation, elim- 
inating the need for storm sash. 
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THE DINING area is convertible for multiple uses, such as evening 

study space or for card games. All the furniture is built to fit. The 

table is movable so that the buffet can be utilized for casual serving. 

Floor plan shows that living and dining room are practically one 
room. 








ONE FEATURE of the living room is the fire- 
place, which is raised from the floor, bring- 
ing it closer to the eye level. Dimensions 
of the room are 14x23. Corner sofa fits flush 
with the walls, giving maximum floor space, 
affording over-night bed for guest. 


Why Install Builders’ Hardware 


Diversification of building materials, including builders’ 
hardware, will go a long way toward maintaining volume at a 
profitable level and evening off seasonal rises and slumps. 


HOULD YOU INSTALL a 
builders’ hardware department? 
Yes, decidedly. Hundreds of lum- 
ber dealers have done so, with 
highly satisfactory results. I be- 
lieve that in the next few years 
nearly all lumber dealers’ will 
carry not only builders’ hardware, 
but also a compete line of building 
materials. It is the only way that 
a retailer in your line of business 
can maintain his volume at a 
profitable level and avoid both sea- 
sonal and economic slumps. At 
least such diversification will go a 
long way toward evening off the 
deep valleys in sales that are caused 
by adverse seasons and depressions. 
What is builders’ hardware? We 
usually think of the term as apply- 
ing to door and window hardware, 
and that definition about covers it 
or did until recently. Many build- 
ers’ hardware dealers told me that 
their line consists of anything 
made of metal that goes into the 
construction of a building, except 
heating and plumbing products, 
metal gutters, etc. But even these 
products may belong in a building 
supply line, as I will touch on later. 
“Anything metal” also would elimi- 
nate plastics, and products made 
entirely or partly of plastics are 
becoming a vital part of builders’ 
hardware and building materials. 
Certainly some plastic articles 
would have to be included. Garages, 
too, must be counted in. Garage 
hardware is a worth while end of 
many dealers’ sales. 

In rural communities, barn and 
farm buildings’ hardware would 
also have to be included. It is be- 
coming an increasingly important 
part of the business of dealers who 
are catering to farm markets. 


CARRY ONE LINE 


IN YOUR department you would 
carry only one of several lines. 
Which of the lines you should carry 
would depend on local preference 





G. M. Basford company, New York. 


62 


By JOHN ALLEN MURPHY 


and on which of them is open for 
your locality. 

It would not pay you to become 
a direct dealer for one of these big 
lines, not at first anyway. . That 
is you should not buy directly from 
the manufacturer. Generally it is 
assumed that it is not advisable 
for a dealer to purchase directly, 
unless he has a market potential of 
at least 50,000 population. There 
are exceptions, of course, but these 
exceptions can only be determined 
by experience. 

So you should buy your builders’ 
hardware from some good jobber 
covering your territory, who will 
help you get started in every way 
he can. 

Your opening stock of builders’ 
hardware should not exceed $1,000. 
This would include front door 
handles sets, interior door sets, 
bathroom sets, butts and cabinet 
hardware. Also it should include 
such miscellaneous items as sash 
fasteners, sash lifts, window stop 
adjusters, door stops, etc. 

Stress merchandising of quality 
builders’ hardware (line should in- 
clude brass hardware regardless of 
demand and local competition). 


WHY BUY FROM A JOBBER? 


THERE are a number of reasons 
why you should buy from a jobber, 
not only builders’ hardware but 
most of the miscellaneous items in 
your building materials line. Here 
are some of them. 


1. You won’t have to buy large 
quantities or over-stock. 


2. You can hold down your in- 
vestment to safe proportions and 
thus be able to maintain a profit- 
able turnover. 

“8. You will get quicker service 
as a rule. 

4. Buying from too many sources 
is a dangerous course for a small 
merchant, only very large retail- 
ers can safely buy from many sup- 
pliers. 

5. By buying from a jobber, a 
retailer can try out new things, 


sample promising items, without 
committing himself too seriously. 

6. Buying from a jobber is the 
quickest and easiest way to diver- 
sify a retail business. 


BIG SELLERS FROM MANUFACTURERS 


OF COURSE if a line that is be- 
ing bought from a jobber proves to 
be a big seller or promises to be- 
come a major department, then it 
can and probably should be bought 
directly from a manufacturer. But 
it must first demonstrate that it is 
really an important line. Never 
buy directly merely to get a price or 
a deal. Many a retailer has gone 
broke by buying to get low prices. 
A retail business should keep its 
capital fairly liquid by investing it 
only in fast-turning goods. Also 
the business should be kept flexible. 
It should always have money avail- 
able for purchasing any promising 
thing that comes along. Dead stock 
should be avoided as a plague. 

I find that lumber yards who 
have successfully expanded into a 
full line of building materials have 
done so gradually. They built full 
lines, but they did it cautiously, 
usually one or two lines at a time, 
making sure that there was a de- 
mand before splurging in a big 
way. 

On the other hand adding a few 
things to a lumber line, such as 
paint and builders’ hardware and 
then stopping there, has seldom 
proven satisfactory. Aim for a 
general line of everything that be- 
longs in a building materials store 
for which there is a demand in 
your community. One line helps 
sell another line. The store with 
50 lines will do a better business 
than the store with five lines, even 
on the five lines. In so far as pos 
sible departmentalize, on major 
things anyway. This does not 
necessarily mean buying in large 
quantities. Even a small quantity 
of merchandise can be made to ap- 
pear like a lot if it is properly dis- 
played. And if you have the right 
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EvEerRYONE knows and recognizes the HEATILATOR 
name, for HEATILATOR is practically a household word 
where fireplaces are concerned. 


And HEATILATOR’S acceptance in thousands of homes 
and summer camps all over America proves its popularity, 
a popularity created by proven performance, backed by 19 
years of steady advertising in widely-read, national magazines. 


Write now for dealer information to HEATILATOR, INC., 
195 E. Brighton Ave., Syracuse 5, N. Y. 


Circulates Heat...Will Not Smoke 


is 


HEATILATOR | 


Fireplace 


eatilator Fireplace 
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sort of jobber connections, you will 

be able to keep up your stock with- 

out carrying a large inventory. 
DEVELOPING A FULL LINE 

THERE are several ways that a 
full line can be developed, such as: 

1. Ask the contractors that pa- 
tronize you what lines they think 
would sell and what lines they 
would like to buy from you. Ask 
the same questions of carpenters, 
masons and all mechanics with 
whom you come in contact. Ask 
them if they would like to buy their 
tools from you and which brands 
they prefer. Many building mate- 
rial dealers do a nice volume on 
tools used in construction work. 

2. Ask your farmer customers 
what they would like to buy from 
you. Farmers, as you know, re- 
quire all sorts of special hardware 
and tools and other materials which 
you might as well be handling. 

3. Ask customers who are erect- 
ing buildings and who may be buy- 
ing lumber or other materials from 
you, what else they would buy from 


you if you had these other things. 
Suggest articles to them that they 
might be interested in if you 
stocked them and get their reac- 
tions. 

4. Compile a mailing list of all 
people who have bought from you 
in the past and of all desirable pros- 
pects in your territory who have 
not yet bought from you. Circu- 
larize them periodically. Occasion- 
ally send them a folding postal 
card and ask them to list things 
that they would like to see in your 
store. At another time you could 
furnish them with a list of things 
that you are thinking of stocking 
and ask them to check the items in 
which they would be interested. In 
a word keep hammering away on 
the idea that you are anxious to 
serve your clientele with any mer- 
chandise they may want. Firestone 
has used this idea with great suc- 
cess in expanding their stores. 
Through it they learned that their 
customers would buy from them 
such things as toys, luggage, gar- 


den seeds, garden tools and numer- 
ous other articles. 

5. Keep a Want List in your 
store. Even big department stores 
keep such lists. Enter on it every 
single thing that is asked for that 
you do not carry or that is out of 
stock. Do not stock a thing the 
first time it is asked for, unless 
there are special reasons why you 
should. But if a thing is occasion- 
ally being asked for it is a pretty 
good indication that it would sell, 
But be careful not to stock things 
toward the tail end of a season, 
Often a merchant will receive calls 
for a product for weeks and then 
decide to stock it only to discover 
that by the time it gets in that the 
season has run out. 

6. Watch what other retailers in 
your area are doing—other lumber 
dealers, hardware stores, general 
stores, variety stores, ete. Watch 
the railroad platform to see what 
the mail order houses are shipping 
in. Take advantage of your com- 

(Continued on Page 82) 


BUILDERS’ hardware is being included by more and more dealers who are diversifying their building 
material lines. The owner of this store has placed the department to the rear of the salesroom, but 
has given it prominence through lighted signs and an attractive wall display. Cupboards and tiered 
shelves hold the items, making it easy for the salesman to find them after the customer has made 





his choice. 
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Superior From Every ANGLE) 


| From any angle you view it ... you will find the Model 
| C-511 pie. Ba skillfully RR ser to give you out- CHAIN CONTROLLED BLOCKS 
5 standing performance . . . easy to handle, adequate in capac- Provide Snug Loading 

ity, with every detail representative of the finest in modern 
transportation design. 





For example, an absolute minimum in underslung weight 
assures smooth, easier towing, longer wearing bearing and 
axle performance, and more tire service. The fifth wheel 
and front bolster assembly lend ample support to the truck 
frame, facilitate turning, and eliminate rocking or listing 
when operated off the highway. 


And every other detail, from the interchangeable coupling 
pole (4144” steel or 6” x 6” wood, quickly adjustable for 
various length loads) to the chain-controlled blocks, is built 
to provide ruggedness, ease of handling, and minimum 
maintenance. See the Dorsey Model C-511 Utility Logging New Extension Splse Ghae Gaulle 
railer! See your local dealer or nearby Dorsey distributor Dhachis: ‘with becmmliky wkaih—taee 


TODAY! be extended 12” for 96” overall width. 
Write Today for Complete Information 





TJaRSEY [RAILERS 


MODERN DESIGNED TRANSPORTATION 
ELBA, ALABAMA 
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Retailers Unite to Promote Business 


Across the country retailers have combined their efforts to promote 
their towns as the business center of the surrounding community, to 
stimulate rural trade and to improve customer-retailer relations. 


HROUGH THE COMBINED 

action of retailers and cham- 
bers of commerce, many towns 
across the country are making 
themselves real centers of business 
activity. Promotional ideas—de- 
signed to bring residents from sur- 
rounding communities into the town 
to buy—range from gala fairs to 
more serious meetings between 
farmers and businessmen. In some 
towns the businessmen have united 
in the improvement of the main 
street or the buying conditions in 
the store. While not definitely clas- 
sified as promotional ideas, they do 
stimulate business by giving cus- 
tomers better service. 

Below are several promotional 
ideas which have been used and 
found to bring in high returns of 
new customers and greater cus- 
tomer satisfaction. A few of them 
can be done by the retail lumber 
dealer alone; others can be modified 
or used in part by a single dealer 
and the rest require the cooperation 
of ai! the dealers in the town. 

Retail dealers in Nampa, Idaho, 
fed up with the shortage situation, 
worked with other retailers in the 
town to have a National Brands 
week. The local business and trade 
association invited outstanding per- 
sonalities in the film and music 
world for the celebration, a film stu- 
dio sent the first-showing of a new 
movie, and an orchestra leader 
wrote and dedicated a song for the 
celebration. 

Once the festivities had been 
planned, the chamber of commerce 
wrote personal letters to the manu- 
facturers who supplied the town’s 
retailers explaining the National 
Brands week and asking for the 
city’s share of difficult to obtain 
commodities. Because a survey had 
been made of the exact purchasing 
power of the city and its trading 
area, every retailer had full infor- 
mation on the buying power for his 
products, and he was able to point 
out to the manufacturers exactly 
why he should receive a specified 
amount of merchandise. The manu- 
facturers came through. The lum- 
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HIGHLIGHT of the National Brands week, inaugurated by the retailers of Nampa, Idaho, was 
the frontier style parade. Shown here is the float sponsored by the Boise-Payette Lumber com- 
pany in cooperation with the Devoe-Raynalds company. 


ber dealers had stocks comparable 
to pre-war days. Men’s stores had 
white shirts, and electric appliances 
were on sale in the stores. 
Visitors swarmed in from 
throughout the state. A _ rodeo, 
frontier-style parade, and beauty 
contest were features of the week. 
Stocks were sold as fast as they 
were received and many manufac- 
turers rushed additional goods. 
Careful check at the end of the 
week showed that business had in- 
creased more than 120 percent. 


LENDS MOVIE PROJECTOR 


THE purchase of a motion pic- 
ture projector through their agri- 
cultural committee of the cham- 
ber of commerce, has helped the 
merchants of Manhattan, Kan., win 
the friendship of numerous 4H boys 
and girls. 

This projector is lent free of 
charge to 4H and similar groups, 
provided they take good care of it 
and the idea has made a big hit in 
the area. Through use of the ma- 
chine, farm groups are able to view 
numerous agricultural and other 
movies, obtained free from the 
county and state, showing how to 
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make more money through better 
farm management, and how to make 
farm living more comfortable. Mer- 
chants in Manhattan report that 
there are 15 active 4H clubs in the 
county with a combined member- 
ship of 344 boys and girls, all of 
whom are boosters for Manhattan 
business men. 


LIST BRAND NAMES 

MERCHANTS'7 of Hamilton, 
Ohio, have an outstanding publicity 
idea so far as nationally advertised 
brands of merchandise are con- 
cerned. The businessmen list the 
brands of all merchandise they 
handle with the secretary of the 
chamber of commerce. Thus when 
anyone telephones the chamber to 
ask where a certain brand of mer- 
chandise can be purchased, the right 
answer can be given. This service 
has resulted in much additional 
business for local merchants and 
built much customer good will. 


FARM PROGRAM 
A JUNIOR livestock show with 
more than 600 entries was held this 
year under the sponsorship of the 
Ada, Okla., chamber of commerce 
and was very successful. More than 
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1. FULL PROFITS—Make full profit 
on each sprayer and duster you 
sell. The Lowell line has no “cheap 
sprayers” or loss leaders to “waste” 
customers. 


2. SELECTIVE DISTRIBUTION — Only 
highly ethical distributors may 
sell Lowell Sprayers and Dusters. 


3. COMPLETE QUALITY LINE— There 
is a Lowell Sprayer and Duster for 
every need. Permits easy expansion 
because of rapid turnover on small 





SELECTIVE DISTRIBUTION © 


Write for full details today! 
[LLoweELt 
 idiiaemeeamentieaatacaas ime 


DEPT. 63, 589 EAST ILLINOIS STREET 








inventory. CHICAGO 11, ILLINOIS 


WORLD'S LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXCLUSIVELY I ae VA £ ne 
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@ Paint sales increase. Brushes, wax, floor finishes, 
scrapers, steel wool, abrasives and other related items 
turn over faster when this “‘salesman”, the Little Amer- 
ican floor. sander, is bringing new customers into your: 
store. 

Renting American sanders to your trade alone will 
provide upwards of six hundred dollars per year per 
machine in rental fees. Add to this your greatly in- 
creased sales of floor supplies, and you will quickly. . 
realize the advantages of this trouble-free American 
equipment. Write for complete details and prices —no 
cost or obligation. 


THE AMERICAN FLOOR SURFACING MACHINE CO. 
521 So. St. Clair St. Toledo 4, Ohio 


Distributors and Service Centers in principal cities. 
























BuiLpING Propucts MERCHANDISER, November 9, 1946 67 








$1,000 in premiums were given to 
4H and Future Farmers of America 
club members in 21 surrounding 
counties in this district. 

The business men also distributed 
to the 4H and FFA members 10,000 
boysenberry plants, 5,000 baby 
chicks and 100 head of pure-bred 
dairy heifers. In addition, they 
sponsored a certified cottonseed 
program of 200 acres with $500 in 
prizes. A program like this assures 
Ada of a splendid rural traffic most 
months of the year and increased 
business for its merchants. 


MERCHANTS CLEANUP CAMPAIGN 

USUALLY clean-up campaigns 
are directed toward the home owner 
in an attempt to get him to take 
better care of his home, fences, 
yard, etc. During the 1946 spring 
cleanup, the Weir Cove, W. Va., 
chamber of commerce urged busi- 
ness men to clean up their stores, 
too. 

Copy in a circular sent to all 
business men in the city said, “Vis- 
itors to our city have found its 
downtown district unclean. Each 
merchant is requested to walk 
across the street from his store, 
look it over critically, then an- 
swer the following. ques- 
tions: 1. Is my store front or 
building front as clean as it 
should be? 2. Would the mere use 
of soap and water improve its ap- 
pearance? 3. Would my store front 
be improved by a bright coat of 
paint? 4. Is my store lettering in 
good condition? 5. Are my awn- 
ings in as good condition as pos- 
sible? 6. Is my window lighting 
sufficient to make my store a bright 
spot on Main street?” 


PARKING PROBLEM 


MERCHANTS in the central 
business district of Topeka, Kans., 
are trying to solve the parking 
problem in part by urging employ- 
ers and employees not to park in the 
busy retail area. The campaign is 
designed to make more curb park- 
ing space available for shoppers and 
others who have errands in the 
downtown areas. 

Stores are being furnished at 
their request pledge cards stating, 
“Wishing to protect the best busi- 
ness interests of the city of To- 
peka, I, the undersigned, do hereby 
pledge myself not to park my car in 
the business district of Topeka dur- 
ing working hours, in order that 
patrons of retail establishments 
may have the opportunity to park 
and transact business with my em- 
ployer.” 

It is estimated by Topeka mer- 
chants that for every fifty all-day 
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parkers who can be eliminated by 
this process, it is the equivalent of 
providing a parking lot which would 
cost approximately $25,000. 


LIFTING THE FACE OF MAIN STREET 


ONE idea whereby the retail 
building material dealer can profit 
is being tried out in Perry, Okla. 
The chamber of commerce has a 
very active committee called Lift- 
ing the Face of Main Street com- 
mittee. This group will help any 
merchant plan any remodeling idea 
he has in mind. The committee al- 
ready has been responsible for 
many small and large remodeling 
jobs on tocal stores and numerous 
installations of neon lights and 
brighter windows. Merchants say 
more trade is being attracted to lo- 
cal stores because of such improve- 
ments. 

CITY COUNTY PICNIC 


LA CROSSE, Wis., chamber of 


commerce sponsored its third an- 
nual city-county picnic this year. 
Merchants all say this affair builds 
wonderful public relations with ru- 
ral people. The business men fur- 
nish coffee, pop, beer and ice cream, 
with each family attending the pic- 
nic furnishing its own food. The 
program each year includes games, 
music, entertainment by a radio 
station band and talks by agricul- 
tural specialties. Big crowds turn 
out for this picnic. 


SALES TRAINING WEEK 


THE retail division of the 
Charles City, Iowa, chamber of 
commerce, recently conducted a 
merchandising institute for the ben- 
efit of all merchants and salespeo- 
ple in the city. This was a two-day 
institute and covered such items as 
salesmanship, advertising, display, 
purchasing, inventories and record 
keeping. Following the institute 
the merchants staged a Charles City 
Courtesy week. 

The purpose of Courtesy week 
was to stimulate courtesy on the 
part of people who meet in public. 
Awards of $25, $15 and $10 were 
given to the three most courteous 
sales people who were selected by 
professional shoppers. 


INVITING RURAL TRADE 


BUSINESS men of Devil’s Lake, 
N. D., have an excellent farmer 
trade building program, according 
to Donald J. Donahue, secretary of 
the group. He says: 

“The chamber devotes consider- 
able time and money to farm trade 
promotions due to the fact this is 
an agricultural community. Close 
contact is maintained with county 


_ Stage and radio talent and revular 
. festival attractions. 

‘business and professional men in- 
~ and invitations are mailed to key 
_their neighbors. 
“are furnished and the men can play 


-cards, games, etc. 
‘evening. 
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agents and assistance rendered on 
all possible occasions. 

“We conduct an annual Hereford 
show and sale and an annual Short. 
horn show and sale sponsored by 
the state breeders association, and 
also a state Hampshire sheep show 
and sale, all of which are put on in 
the big Winter Sports building. 

“We have an annual fall fa'r or 
festival featuring agricultural }:rod- 
ucts and livestock, supplemented by 


“A farmer-merchant party is 
staged each spring to which all 


vite farmers of their acquaintance 


farmers, asking them to inform 
Lunch and beer 


It is a fine social 


“Plans are being formulated for 
a similar event for the wives and 
children of the farmers, with wives 
of business and professional men 
entertaining at a large party for 
the wives and a free movie at one 
of the local theaters for the chil- 
dren. 

“We have on'several occasions 
staged pancake dinners and will do 
so again. The pancakes are baked 
and served by our members. Free 
pancakes are served to shoppers all 
afternoon with most of the flour, 
syrup, etc., furnished by flour com- 
panies, creameries and local whole- 
salers. 

“Plans are being made to feature 
a Macaroni day late in autumn at 
the Fall Fair. As Devil’s lake is 
in the center of America’s greatest 
durum wheat production area, con- 
siderable emphasis is laid on durum 
products. Restaurants feature spa- 
ghetti and macaroni dishes on that 
day. We believe that this feature 
will develop into one of our out- 
standing events.” 






























FARMER-BUSINESSMEN MEETINGS 


Through the cooperation of the 
Montgomery county, Ind., farm bu- f 
reau and the Crawfordsville, (nd, 
chamber of commerce, as we'! as 
the state chamber of commerce, 
monthly meetings are held in vari- 
ous county areas and agricul'ural f 
and business topics, some of which } 
are Rural and Urban Business, 
Uses of Farm Products, The I nter- 
relationship Among Man, Food and 
the Soil. 

The meetings are well attended 
by businessmen and farmers and 
cordial relations exist between the 
two groups because of such fellow- 
ship. 




















ndered on 


Hereford 
ual Short. 
nsored by 
ation, and 
heep show 
put on in 
Iding. 

all fair or 
ural prod. 
mented by 
id revular 


party is 
which all 
1 men jn- 
juaintance 
ed to key 
Oo inform 
and beer 
n can play 
fine social 


ulated for 
wives and 
vith wives 
ional men 
party for 
vie at one 


the chil- 


occasions } 


nd will do 
are baked 
rs. Free 
oppers all 





the flour, f 
flour com- | 
cal whole- f 


to feature } 


utumn at 
’s lake is 
3 greatest 
area, con- 


on durum | 
ature spa- [ 
2s on that Ff 


is feature | 


our out- 


TINGS 


yn of the 


farm bu- 
‘ille, Ind, 


Se 


Ss we'll as ff 


omm rece, 
d in vari- 
ricul' ural 


of which } 


Business, 
"he Inter- 
Food and 


attended 
mers and 
ween the 
ch: feilow- 


ERMAN & 





WASTING TON 


Limitation Order Will 










Allow 


Distribution Yard Three Options 


THE limitation order on lumber, 
hardwood flooring and millwork, 
mentioned two weeks ago on this 
page, has been issued. It is known 
as L-359 and takes the place of Di- 
rection 1 to PR 33. It could be im- 
portant, so better get yourself a 
copy. 

L-359 follows fairly well the pre- 
dictions in the Calendar. One shift 
from the preliminary draft that 
will please a good many retailers 
has to do with the freeze period for 
house construction lumber. 


BACKGROUND 


Wyatt wanted standardized 
formula for all distribution 


You’ll remember that Mr. Wyatt 
wanted a standardized formula for 
all distribution yards. Under the 
earlier rules, the retailer who chose 
to operate under the two-cars-a- 
quarter formula held the specified 
percentage on construction lumber 
until the end of the month in which 
it was received. 

During this period he could sell 
only on certified or rated orders. 
At the end of the month, if he had 
any of this stock left, he could then 
seli it without certification or rat- 
invs. Mr. Wyatt wanted an extra 
month added to this freeze period. 
This would have meant that the re- 
served percentage of house con- 
struction lumber received by the 
yard this month must be held for 


certified or rated sales until the . 


end of next month. 

“he industry, and especially the 
NRLDA, protested on the grounds 
that two-car buyers were mostly in 
farming areas and received few 


rated orders. The result would have 
been a further taking away of 
much needed stock from farm cus- 
tomers. 

The order as finally issued keeps 
the old formula. The two-car dis- 
tributor is required to reserve this 
housing construction lumber only 
during the month in which he re- 
ceives it. This reserve includes 75 
percent of the housing construction 
lumber that he receives on certi- 
fied orders and 75 percent of the 
lumber he imports. 


FORMULAS OUTLINED 


Distribution yard has three 
options in placing orders 


Because this matter is important 
to retailers, the Calendar risks 
boring you by repeating formulas 
that were described two weeks ago. 

A distribution yard has three op- 
tions in placing orders for stock; 
the distributor may choose one, and 
only one, of the three. These are: 


1. Two carloads in any quarter 
or 

2. Five percent of his Jan. 1, ’42, 
inventory or 

3. One hundred thirty-three and 
one-third percent of all rat- 
ings accepted for delivery in 
the month in which delivery 
from a sawmill is required; 
but the amount under this 
third option must not exceed 
13 percent of the distributor’s 
Jan. 1, ’42, inventory. 


Distributors choosing either the 
second or third option must hold 
75 percent of the housing construc- 
tion lumber received on certified or- 
ders, and 75 percent of the lumber 
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imported, until the end of the 
month following receipt, for certi- 
fied or rated orders. The set-aside 
under the second option has been 
reduced from 80 to 75 percent and 
the indefinite freeze has been re- 
placed by a reservation period aver- 
aging 45 days. 


Stock purchases of the dealer op- 
erating under the second option 
have been reduced from ten to five 
percent of the base-period inven- 
tory. This dealer, as we under- 
stand it, may shift to either of the 
other two options; if he has ratings 
enough to make it an advantage, 
h will of course change to the 
third option. The reduction in No. 
2 seems intended to check the deal- 
er who had a relatively large in- 
ventory during the basing period 
-and who isn’t selling much stock to 


* builderg of GI housing. 


Everyone knows, of course, that 
the new limitation order is aimed 
at channeling more building ma- 
terials into the veterans’ program. 
The distribution yard that sells a 
large percentage of its stock for 
GI housing may increase purchases 
to a maximum of 13 percent of the 
42 inventory. If it isn’t selling for 
this purpose, its purchases are cut, 
under the second option, to five per- 
cent. 


CONTROLS DYING 


Most price lids expected 
to be off by end o, March 


Controls seem to be on the way 
out. How soon they’ll go, and in 
what order, is at present a matter 
of guesswork. But most analysts 
are of the opinion that U. S. eco- 
nomic matters are to have less and 
less government management. Con- 
trols over meats and most other 
foods have been lifted. Many others 
will disappear before Congress re- 
turns to the Hill and by the end of 
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March most price controls will be 
out. 
There’s a difference of opinion 


about rent control. Only a few 
weeks ago most analysts expected 
rent regulations to be extended be- 
yond June 30, ’47. But as more and 
more regulations are lifted it be- 
comes increasingly hard for the 
government to make any kind of a 
fight at enforcing the ones remain- 


ing in the books. Many analysts 
are guessing that rent controls will 
be lifted some time soon, maybe 
after the turn of the year. It could 
be just a modification or a relaxing 
of the rules. There’s a campaign 
under way to persuade Congress to 
give rent controls to the states; 
with the idea that in most states 
this would be the end of regulation. 


WAGE CONTROL 
Administration will allow 
employers greater freedom 
Wage control, if not formally 
out, is for all practical purposes at 









day is 350 M’. 


50 Years of Progress 


Above is the original White River mill. It could saw 
about 40 M’ of rough lumber in 10 hours. Below is to- 
day’s modern White River plant, standing on the iden- 
tical site of the little mill. Present capacity per 8-hour 
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White River is proud this year to celebrate completion 


of 50 years of continuous service to the lumber buyers 


of the country. Looking ahead, White River has estab- 


lished its vast forest lands as a Tree Farm, dedicated 


to the continuous growth of timber and expects to 


operate on a sustained yield basis at about its present 


level indefinitely. 


WHITE RIVER LUMBER COMPANY 


Enumclaw, Washington 
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an end. There will be less effort 
on the part of the Administration 
to impose its own settlemenis in 
labor controversies; employers wil] 
be largely free to make their own 
settlements with unions and then 
add the resulting wage increases to 
prices. 

OPA is still trying to keep some 
price curbs on motor cars, farm 
equipment, clothing, heavy dura- 
bles, certain raw materials and 
building materials. But the at- 
mosphere is definitely that otf de. 
control. Two factors will have a 
bearing on the future of controls; 
election results, which at this writ- 
ing are not fully available, and the 
timing of the much talked-about 
market recession. 


PRICE STRIKE 
Important people and agencies 
are advocating action at once 
This page can’t at the moment 
remember another time when s0 
many responsible people and agen- 
cies have openly advised the public 
to strike against current prices. 
Here are a couple of instances: 
One of the consistent opponents 
of the Administration’s housing 


# 
¢ 


programs is Fulton Lewis Jr. The J 


Calendar did not hear the broad- 
cast, but according to newspaper 
reports Mr. Lewis charged the gov- 
ernment agencies with selling vet- 


erans into mortgage slavery; that ff 
is, selling them houses at prices up } 


to twice their real value; $4,000 
houses, say, for $7,500. 

The radio analyst, we’re told, ad- 
vised veterans not to buy or build 
houses until prices come down; pre- 
dicing that these current prices 
will suffer a terrible fall when the 
crash comes. Of course this is a 
direct attack upon Mr. Wyatt and 
his program, but it’s also a left- 
handed assertion that all housing 
prices are seriously inflated. If you 
were a civilian and were consier- 
ing the building or purchase of a 
house, you’d hardly be reassured by 
this broadcast; if you could do s0, 
you’d stay out of the market. As 
soon as a few score thousands of 
people agree with you, there’s a 
buyers’ strike. 


ADVICE TO BUYERS 
Better Homes and Gardens 
suggests that builders wait 
Better Homes and Gardens, with 
its huge reading public, advises the 
would-be builder to “take it easy;” 
to wait if possible until 1949 before 
going beyond the house-planuing 
stage. The magazine makes use of 
figures prepared by Roy Wenzlick 
to indicate that construction costs 
at present are nearly double those 


November 9, 1946, AMERICAN LUMBERMAN & 











Onl 
ter 


Pun 
to | 
or 

just 











eSs effort 
1istration 
menis in 
yyers will 
heir own 
and then 
reases to 


e€ep some 
rs, farm 
Vy dura- 
ials and 
the at- 
ut ot de- 
l ha ve a 
controls; 
his writ- 
, and the 
red-about 


# 
¢ 


agencies 
| at once 
moment 
when 0 
nd agen- 
1e public 
C ~prices, 
ices : 

pponents 
housing 
Jr. The 
e broad- 
Wspaper 
the yov- 








ling vet- p 


ry; that 
rices up 
; $4,000 


told, ad- 
or build 
wn; pre- 
t prices 


yhen the 


his is a 
ratt and 
a left- 
housing 
. If you 
onsicder- 
ise of a 
sured by 
d do So, 
ket. As 
ands of 
lere’s a 


Gardens 
rs wait 
ns, with 


lanning 
3 use of 
Yenzlick 
mn costs 
e those 


MAN & 





< ompire 


aa Taaten 






‘The INDIAN FIRE PUMP 


IS A VALUABLE PIECE OF EQUIPMENT TO HAVE ON 
FOREST FIRES AND ALSO GRASS FIRES...”’ 


says John C. Webb, Forest 
Ranger, Scottsboro, Alabama 
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Ranger Webb and his fire fighting crew with their INDIAN FIRE PUMPS. — 
Lumbermen can take the word of professional fire fighters that INDIAN 
FIRE PUMPS are the fastest, surest way to stop fires before they spread out 
of control. 

5 gal. tank carries slung on the back and pressure stream makes short work 


of indoor and outdoor fires. Protect your property with INDIAN FIRE 
PUMPS—the cost is low. Send for catalog. 


D. B. SMITH & CO., 418 Main St., Utica, N. Y. 


Pacific Coaat Branch 
HERCULES EQUIP. & RUBBER CO., 435 Brannon St., San Francisco, Cal. 


GENUINE McDONOUGH TOOL STEEL 
CARRIAGE DOGS 


Give Better Service and will 
LAST LONGER than any other 


Only clear wa- 

ter ured — no 
chemicals. 
Pump throws 30 
to 50 ft. stream 
or nozzle ad- WAGE : 
justs to @ spray. 

















Installed on your carriage GENUINE McDon- 
ough Dogs will enable you to manufacture more 
accurate lumber because they hold the log or 
cant firmly to the final cut. They can be easily 
installed in any make of carriage knee and have 
satisfied many of the largest mills for more than 
fifty years. 


We are the originators of the McDonough 
type carriage dog. All dogs made by us are 
marked “Genuine McDonough” for your pro: 
tection. 


McDonough Manufacturing Co. 


INCORPORATED 1888 
Eau Claire, Wis. 
MANUFACTURERS OF BAND RESAWS, LUMBER MARKERS AND SAWMILL MACHINEBY 
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of 1939. It also indicates that cur- 
rent prices of houses built before 
the war carry what are called 
“scarcity premiums” amounting to 
as much as 60 percent. This is the 
margin that would disappear from 
the resale value as soon as “the 
edge is taken off demand.” 

The magazine says: “A sharp de- 
cline in the value of old houses may 


start as soon as 1948.” The reason 
is that these old-house prices are 
more or less directly hitched to 
new-construction costs, though the 
old-house prices will drop more rap- 
idly than construction costs. Mr. 
Wenzlick predicted that while 
new-building costs will decline, be- 
ginning some time in ’47, the de- 
cline will be fairly gradual. He 
thinks that costs in ’55 will be more 
than 60 percent higher than those 
of ’°33 and more than 30 percent 
higher than those of ’39. 

As we understand it, the pre- 












reputation for best possible quality and service, 
we’re now engaged in several projects of plant 
modernization and improvement. 
double-track dry kilns are being changed over 
to the latest type—and automatic kiln stackers 
and unstackers will be added. 
the most modern handling methods, we’re get- 
ting set up to put lift trucks into operation and 
unit pile our lumber. 
ment program, 
we'll be in position to resume normal production. 


CRAIG MOUNTAIN LUMBER CO. 





To maintain the 
well-known Craig Mountain 


Three of our 
In keeping with 


Due to our plant improve- 
it will be some months before 


Winchester, Idaho 














e 86-Ib. Drum Type SxuSAnpeR... 
anybody can use it successfully 
with only brief verbal instruction... 
complete instructions on perma- 
nently attached plate. Has automatic 
drum lift which raises and lowers 
drum at wall... more exclusive 
features than any other rental 
type floor sander. 


SKILSAW, INC., 5033-43 Elston Ave., 
Chicago 30, Ill. 
Factory Branches in All Principal Cities 


PORTABLE 
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ELECTRIC 


100 1s 4 


MADE BY SKILSAW, INC. 


e Edger Type SxiSANDER ... TWO 
motors, one for sanding disc... 
second motor for dustless vacuum 
system ...no wrench needed for 
changing paper... adjustable 
casters...finest construction 
in every detail! Send today 
for FREE Rental Manual! 


SuuNiooe KIL GRINDERS 












/ SauDanis « 





dicted decline is based upon effi. 
ciency of production, both of ma- 
terials and of completed houses, 
and not upon the generally feared 
economic bust. But it’s well! to 
notice that the magazine does ad- 
vise its readers, if they can dv go 
at all, to stay out of the market. 
Marriner Eccles, of the Federal 
Reserve, has sent out the warning 
that prices of real estate, both ur- 
ban and farm, have in many areas 
gone to levels that can’t be main- 
tained. The Associated Press sent 
out a story to the effect that sovy- 
ernment officials, “eyeing storm 
signals of a forthcoming depres- 
sion,” are asking that public works 
planning be greatly expanded and 
that banks tighten up on loans. 


WHAT TO WATCH 


Inventory plus supply and 
demand should be eyed now 


These things are not necessarily 
indications that the generally ex- 
pected economic adjustment is right 
upon us or that it will have the 
magnitude of a bust. But it is 
fairly clear that so long as the press 
and radio carry such stories, the 
Administration is likely to speed 
the decontrol process. 

There are a couple more things 
you’d better keep in mind if decon- 
trol gathers speed. One is the mat- 
ter of inventory. Of course there’s 
not going to be a lot of lumber 
available all at once. Production is 
pretty good, but the car shortage 
is enough, right now, to act as a 
roadblock. The Calendar isn’t think- 
ing solely of lumber. Retailers in 
these modern times handle an enor- 
mous spread of goods. It could be 
that the time is near when the prob- 
lem of buying these varied lines 
will not be the simple affair of tak- 
ing anything that can be bought. 
Decontrol is likely to throw quite a 
number of switches. . 

Another thing to keep in mind is 
that decontrol actually does throw 
market control back into the hands 
of our old friends, supply and de- 
mand. Inflation control, supposing 
there isn’t to be a bust, is pretty 
much a matter of production. 

Incidentally, it’s just as well to 
keep the fact in mind that one of 
the first bills to be introduced in 
the next Congress will be the Wag- 
ner-Ellender-Taft affair. It will 
be pushed, once more, as a too! to 
meet the needs for low-cost and 
rental housing for veterans. Maybe 
you favor this bill. Not many 
lumbermen do. But it has a lot of 
support, and it’s going to be hard 
to defeat. 
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“=|| ANNOUNCEMENT-- 


vel ‘s TO PREE-FABB DEALERS 


arket, LIMITED AS TO QUANTITY BUT NOT 
Federal _ LIMITED IN PERSONAL ENJOYMENT AND ENDURING BEAUTY 


| I. INTERIOR PANELING 


both ur- 

ly areas 

~ on NORTHERN WHITE CEDAR FOR 

ess sent libraries — clubs — dens — cabins — bars — rumpus 

hat gov- rooms — taverns — studios and other interiors. Beau- 
tifully high lighted and grained. Hand finished with 

draw knife. 
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2. LOGS: preparep FOR LOG CABIN BUILDING 


Pree-cut structural logs for the erection of log cabin build- 
ings. Split, edged, plained, ready for erection. Flat bev- 
elled-edged backs make beautiful interior when logs are 
ply and used vertically. 


yed now 


essarily 3. UNIVE RSAL WIRE 
ally ex- & WHITE CEDAR FENCE 


is right : 

ave the f Combination white cedar and wire portable or perma- a ee 
‘i a nent fence. For residential yards or farm use. Perma- 

it it is nent fence with portable features. 


he press Designed to eliminate drudgery of maintenance and FENCE COMPANY OF 


‘ erection. Heavy gauge wire panel framed in sturdy 
ies, the white cedar. Rough edges concealed between string- AMERIC A 
Oo speed 
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ers. Removable panel fits into mortised posts. Dis- 

mantled and re-erected in minutes. Seven foot posts General Office: Factory: 

for stationary use. Posts pointed at bottom for portable 608 S. Dearborn St Escanaba 
. 7 ' 


» things or Chicago 5, Ill. Michigan 
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There Are No One-Way Pendulums 
AUL WATTSON, National Re- 
tail Lumber Dealers Associa- 
tion, did a most constructive job 
when he compiled figures showing 
that the increase in the cost of 
houses had parallelled the increase 
in federal] taxes since 1915. Wonder 
why the government is so interested 
in pointing an accusing finger at 
everybody else and so loath to 
recognize its own extravagances 
and inefficiencies. Keeping the cost 
of housing down while permitting 
taxes to go up is a good deal like 
trying to reverse the law of gravi- 
tation or to develop a one-way pen- 
dulum. Yet there are plenty of 
public planners who claim that it 
can be done via the W-E-T bill. If 
you disagree, better get in touch 
with your Congressman. 
%* * * 
We object strenuously to the the- 
ory (now employed by many 


newspapers) that we are only in- 
terested in bad news. 


* * * 


"Fustest ... Mostest" 


F YOU WERE to spend $3,000 for 
a one-shot ad in a metropolitan 
daily newspaper, you’d probably 
pen something different than 
the above heading. However, Gim- 
bel’s (tops in department store ad- 
vertising) use it with gay abandon, 
followed with: 

“Gimbel’s thinks that Civil War 
Nathan Bedford Forrest stated a 
humdinger-of a rule for success. He 
said that he didn’t have any secret 
in combat unless it was ‘to get there 
fustest with the mostest’. ... That’s 
Gimbel’s endeavor in storekeeping. 
Naturally, we can’t always succeed 
any more than the old general did, 
but that’s where we set our sights. 
That’s where they have been for 
the past 104 years.” 

* * * 

Gimbel’s ads read like people talk, 

whereas if most lumber dealers 

talked like their ads, their listen- 
ers would start running before 


they finished two sentences. 
* * *. 


"Cottage Small for $199.50" 


O NE THOUSAND dollars worth 
of Gimbel’s space is devoted 
to “a cottage small without a water- 
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fall.”” We’ve commented on this par- 
ticular type of copy before, but it’s 
worth another look as an example 
of complete relaxation when it 
comes to writing ads. The Clinic 
doesn’t say it fits a lumber yard, 
but merely contends that it isn’t as 
stiff and uninteresting as a cold 
poker. Says the cheerful person who 
prepares the copy (featuring a lum- 
ber yard item) for Gimbel’s: 

“Do you own a waterfall, free and 
clear? Do you have a front lawn of 
white Maine sand, with sandpipers 
skittering over it? Is your heart’s 
home in the deep woods of Minne- 
sota?” 

If this should happen to be your 
lot, Gimbel’s will ship you this 10 x 
12 cottage, and so forth, and so on, 
ad infinitum. 


%* * * 


Keep on Jumping 


667. AP” HANLY, our alert obser- 

ver from the home of the 
Cards tells of the GI who was dis- 
cussing with a prominent industri- 
alist the matter of how to succeed 
in the business world. 

Said the industrialist: “You’ve 
got to keep yourself prepared and 
be ready to jump when the big op- 
portunity comes.” 

“How will I know when it 
comes?” asked the GI. 

“You won’t,” was the answer. 
“Just keep jumping.” 


* * * 


Eight-word formula of a_ well- 
known applicator: Lookup. Check 
up. Follow up. Sign up. 


* * * 


sd vl MORRILL, erstwhile 
Iowa lumberman now in 
Japan, relays the Clinic a snapshot 
of a Japanese sawmill. “They shot 
all their steel at us, so this is all 
they have to work with,” writes 
Major Morrill. “It takes six men 
to operate it. The carriage is a 
sawhorse on wheels mounted on a 
little track. They push and pull the 
log past a circular saw. Some of 
the small timber is cured by cut- 
ting the bark off several weeks be- 
fore they fell the tree. Saves dry- 
ing.” 
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Oldest Active Lumber Dealer 


E> JOHNSTON, secretary, South- 
western Lumbermen’s Associa- 
tion, claims to have on the member- 
ship list the oldest active retail 
lumber dealer in the United States, 
“Active” is the word for it, too. 
Dealer Paul Klein, Iola, Kansas, is 
90 years young and still going 
strong. On the job every day. Mem- 
ber of board of directors of the big 
Southwestern. Has plans ready for 
remodeling his yard. New plant 
will be outstanding in southeastern 
Kansas. Recently he presented his 
two daughters with 1,400 acres of 
fine Kansas farm land. His yard 
manager has been with him 43 
years. Slogan: “Be fair and honor- 
able. Treat the trade right and 
you'll get your share of the busi- 
ness.” 
* %* * 


Don't Leave It to Someone Else 


N A BULLETIN to the members 
of the Kentucky Retail Lumber 
Dealers Association, Don Campbell, 
who knows his way around Wash- 
ington, has this to say: 


“Wagner-Kllender-Taft bill is being 
pressed hard by NHA for early pas- 
sage either at the regular session or 
a special called session. Dealers should 
vigorously protest this socialistic 
measure to their Congressmen and 
Senators now. It has already been 
killed. several times, but has been 
passed by the Senate now and will 
have to start all over again if Con: 
gress turns it down once more. Its 
passage will see complete government 
control of all housing, both rural and 
urban, administered by a housing «zar. 
It will take over FHA, FPHA, and the 
Federal Home Loan Board. It pro 
vides appropriation for $6 billion to 
start with to set up the long range pro- 
grams of public housing, slum clear: 
ance, and rent subsidy. This rent 
subsidy alone, as contained in the bill, 
will amount to $10,000 per hour, 24 
hours a day, for 45 years. The Dill 


puts in the market the government as Ff 


a buyer for materials 
scarce supply. 

“Actually the expenditures o/ all 
these sums will not create a single 
house until someone in industry pro 
duces the materials and starts con- 
struction. These expenditures will 
create more debt, more taxes, higher 
living costs and, of course, a few more 
votes from those who are willing to 
trade their freedom for the promise 
of something ‘free’.” 


already in 
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* NOTE THESE POSTWAR FEATURES: 





@ Modern magnesium alloy construction. @ Cutting blade swivels to 8 different positions 


EASY ON THE MAN for easy cutting. 


@ Built-in governor and rotary valve in engine, 
, because Lombard’s 


assuring consistent performance, long life and @ Built-in oiler on helper’s end for effective 


controlled speed actu- 5 ts 
low up-keep. chain lubrication. 


ally cuts down vibra- 


tion. Compare! @ Gas tank cast integral with engine housing. @ Heavy duty, long life chain. 


ELECTRIC MODEL for Power Line Current: For interior or yard use, we have a 
powerful 3 phase, 60 cycle, 220-440 volt AC unit. Pneumatic model also available. 
4 Quick deliveries from local dealers in most states. 


wits ora KOMBARD CHAIN SAWS 


a ee ae ae LOMBARD GOVERNOR CORPORATION e  Ashland, Mass. 


OO 


SAW MFG. CO. 
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PATENT INSERTED TOOTH GROOVER FIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. — Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 
Co. are made to stand hard service and are, there- | Huther Bros. have long taken special pride in the’ 
fore, long-lived Saws insuring long-run economy to the = quality of their manufacture, and the service and 
user. These saws are used for cutting hard Masonite, _ satisfaction all Huther Bros. saws give the customer. 


Write for Huther Bros. Catalog No. 60 


HUTHER BROS. SAW MFG. CO., Rochester, New York 
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Interior Log Paneling 


A newly announced addition to 
the Pree-Fabb line of rustic fence 
and garden furniture is partially 
round Northern White Cedar log- 











sections, 4”, 6” and 8” widths, 8’ 
lengths, hand peeled with draw- 
knife to provide rustic, highlight 
effect. For use in paneling club, 
bar, rumpus or recreation rooms, 
dens, studios, libraries, restaurants, 
stores, etc. For further informa- 
tion write Dept. AL&BPM, Fence 
Company of America, 608 S. Dear- 
born St., Chicago 5, IIl. 


Aluminum Door Hardware 


Designed for quick opening in 
case of emergency, a new two-sec- 
tion spindle lock features a new 
locking mechanism. In case of an 
accident inside a locked room, a firm 
pull on the outer knob, accompanied 


by a half turn, releases the latch. 
They are said to be as easy to in- 
stall as ordinary tubular latch sets 
with no extra holes to drill for the 
locking key and only two screws 
in the locking rose. At the same 
time that doors can be opened in 
an emergency there is no surrender- 
ing of privacy. The lock set is 
available with polished or satin 
aluminum finish, polished or satin 
chromium plated aluminum finish 
or with one of several styles of 
glass knobs. For descriptive de- 
tails about this lock set and other 
cabinet and door hardware write 
Technical Glass company Inc., Dept. 
AL&BPM, 2050 E. 48th street, Los 
Angeles 11, Calif. 


| Using Clay Pipe 


An illustrated booklet on the cor- 
rect use of clay pipe in the modern 
home has been made available to 
dealers. The new publication illus- 
trates and describes the places in 
the modern home where drainage 
and sewer facilities are required 
and makes suggestions for proper 
installation. It also gives descrip- 
tive details on fireproofing chim- 
neys with clay flue lining. Copies 
are available free of charge from 
the source from which you obtain 
clay pipe and from the Clay Sewer 
Pipe association, 1105 Huntington 
Bank building, Columbus, Ohio. 






GALES ANDS » LMTERATONE 


Making Concrete Products 

The R. S. Reed corporation an- 
nounces the Vi-Brik-Crete, a vi- 
brating machine that makes con- 
crete products. Its operation is 





based on the fluid characteristics of 
concrete when subject to vibration 
of correct velocity and amplitude. 
The brick are molded on the plain 
pallets of wood or steel. _— com- 
pletion of the vibration and molding 
of the brick they are instantly re- 
moved from the machine on the 
pallets for curing. The company 
claims the Vi-Brik-Crete will pro- 
duce 26 concrete bricks per minute. 
The brick made on this machine are 
said to be of a uniform size and 





DON’T CARRY IT — 
CONVEY IT 


Cut handling costs — increase 
safety — reduce manual handling, 
with conveyors. Eliminate those 
costly time wasting steps between 
cars, piles and storage sheds. 
Let conveyors provide fast, low- 
cost and speedy handling of your 
products. 

Get complete information today 
— write for Bulletin No. AL-116. 


STANDARD CONVEYOR COMPANY 
General Offices: 
NORTH ST. PAUL 9, MINNESOTA 





— 





and prices. 





JUST RECEIVED 
“Baughmans Buyer & Seller” 


Desk Size Edition 


AMERICAN LUMBERMAN is pleased to an- 
nounce that additional copies of the DESK SIZE- 
$4.00 edition of Baughmans Buyer & Seller have 
been received and we can again fill orders for 
this popular book for calculating lumber footage 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Illinois 
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ORDERS 


from all over 
the 
building 


RE YOU prepared to fill whatever need a customer may have for 
maximum building protection against the effects of wear and 
weather? 


The Sonneborn line of “Building Savers’’ gives you—from a single 
source of supply—a wide variety of products for building construction 


and maintenance (see chart)—each one a profit-maker in itself and a 


strong recommendation for sales of the others—for every type of 


building 


Sonneborn “Building Savers’ are regularly specified by architects 
and used extensively by builders in every type of construction, and 


are recognized 


for outstanding performance in building maintenance. 


Cash in on this ready-made market for profitable sales in your terri- 
tory, For details of the Sonneborn “Building Savers’ franchise, write 


Dept. L 11. 





BUSINESS-FINDER CHART 





The Product Is You Sell lt For 








Hardening, wearproofing and dustproofing 





LAPIDOLITH new or old concrete and terrazzo floors, other 
concrete surfaces. 
LIGNOPHOL Preserving and finishing wood floors, trim, 





doors, paneling—in one applicati 





CEMCOAT Filler 
and Dustproofer 


Protecting and decorating cement and wood 
floors, porches,decks.Colors and transparent. 





Improving quality and workability of con- 

















TRI 

a crete and mortar mixes. 

STORMTIGHT Protecting and preserving, patching and re- 
(Liquid and Plastic) pairing roofs of all types, new or old. 

SR. P. Protecting iron, steel and other metal surfaces, 
(“Sure Rust Prevention") inside and out, against rust and corrosion. 
SONOLASTIC Protecting and brightening interior and ex- 
Aluminum Paint terior surfaces—metal, wood, masonry, wall- 
(Ready-Mixed) board, etc. 

SONNEBORN'S Caulking, pointing up, sealing, glazing, etc. 
Coulking Compound Knife and gun grades. 

SONOMEND Patching and resurfacing concrete or wood 


floors. 





FLOORLIFE CLEANER 


Cleaning and waxing wood floors and lino- 
leum in one application. 








HYDROCIDE 
Colorless 


ONNEBORN 





Protecting exterior masonry walls against dis- 
integration due to excessive water absorption. 


G SAVERS” 








“BYILDIN 


VE 
INTs AND PROTECT! 
PA ADMIXTURES 


BUILDING PRODUCTS DIVISION 


L. SONNEBORN SONS, INC. 


88 Lexington Avenue, New York 16, N.Y. 
in the Sevthwest: Sennebern Bros., Dallas 1, Texes 
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Devoe Brush Shampoo 


NEW! SAFE! QUICK! 





Gets Paint Brushes 
Really C-U-2-A-N 


This new Devoe Brush Shampoo is made to order in more 
ways than one! Made to meet a// requirements of an ideal 
brush cleaner by Devoe, one of the nation’s leading brush 
manufacturers, and America’s oldest paint manufacturer. Fast- 
acting on even the most hardened old brushes, yet safe for 
bristle, Nylon, settings, fabrics and hands. Non-toxic, and 
has a pleasant odor (a real asset with housewives and their 
hubbies). 

Made to order for extra, worth-while profits—because it’s 
the perfect related-item sale to increase profits on every paint 
and brush purchase. Shipped with dramatic, free counter 
display. 

Your Devoe representative has full information on prices, 
profits and delivery schedules which are prompt in generous 
quantities in spite of raw material shortages. 


Get in touch with him today. we : \\ 














density with smooth finished, sides 
and sharp edges and corners. A 
build-in electronic control allows 
operator to vary the amplitude of 
vibration at will permitting wide 
range of mixes and aggregate se- 


lections. The machine is a com- 
plete unit which can be easily 
moved about. The feeding drawer 
type hopper and strike off may be 
used with overhead bin for continu- 
ous feed. For more complete de- 
tails and illustrated material write 
the R. S. Reed corporation, 77 Hoff- 
man street, Three Rivers, Mich. 


Western Pine Booklet 


The Western Pine Association an- 
nounces publication of a new and 
completely revised edition of West- 
ern Pine Camera Views, a booklet 
that has long been used as a source 
of information and ideas for use of 
Idaho white pine, Ponderosa pine 
and sugar pine in home building 
and remodeling. The new booklet 
is a 24 page booklet with 73 dif- 
ferent illustrations including four 
in full color on the cover. In addi- 
tion to sections showing views of 








You have a Drawing 
Account on a Growing 
Lumber Supply 


OZAN’s scientific forest 
management policy is piling up 
reserves of famous 

shortleaf pine on which your 
future sales volume can be 

built. 

Today OZAN, like other mills, 

is finding it difficult to main- 
tain volume, but is doing its 


best to meet its customers’ 
needs so far as possible. 


(an LUMBER COMPANY 


Prescott, Ark. 


is your dependable source for 
tomorrow. 











80 


Western pines in exteriors, halls 
and stairs, living rooms, dining 
rooms, bedrooms, kitchens, dens 
and playrooms, there is a section 
devoted to close-up views of vari- 
ous interesting pine installations. 
It has an abundance of architectural 
and decorative ideas for the home 
clearly and concisely presented. 
Single copies of this booklet will 
be furnished without charge upon 
request to the Information Serv- 
ice, Western Pine Association, 
Dept. AL&BPM, Yeon Building, 
Portland 4, Ore. 








When writing for new literature 
or further details about products 
described here, please mention 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MER- 
CHANDISER as the source of 
your information. 








Fireside Furnace 

Now available is a combination 
fireplace, mantel, stove, forced air 
furnace and air conditioner. It 





comes in three pieces—mantel shelf 
and pilasters in one section; heater 
unit in another; and grille bay to 
connect them in a third section. 
They are all finished ready to bolt 
together in approximately an hour. 
Connects to any 8x8 inch or larger 
flue. It can be changed from a fire- 
place to a stove or to an air condi- 
tioning unit as required. A fire- 
place by day; a controlled-fire stove 
at night. Recommended for cot- 
tages, cabins, wings on larger 
homes, attic suites, enclosed 


porches, garage apartments, stu-- 


dios, etc. It is said to heat three 
to four rooms without fans. For 
further information and illustrated 
literature write Edwards Manufac- 
turing company, Dept. AL&BPM, 
Fifth and Butler streets, Cincin- 
nati 2, Ohio. 


Special Shower Fixtures 

Special shower fixtures, designed 
for use by every member of the 
family are now in production. Pic. 








tured here is a waist high shower 
which is especially built for small 
children, older and less active peo- 
ple who like to sit down, and with 
a hose attachment for bathing the 
baby. It can be used by anyone 
who wants just a foot bath. The 
manufacturer also offers a special 
foot shower, and a variety of stall 
showers, some with corner en- 
trances. There are some especially 
designed for basements, cottages 





and utility rooms. For illustrative 
literature write Henry Weis Manu- 
facturing company Ine. Dept. 
AL&BPM, Elkhart, Ind. 


Sash Runner 

A new sash runner is being !ar- 
keted which it is claimed eliminates 
sash weights in windows. A coil 
spring, actuating a clip, is said to 
maintain sufficient tension to stop 


November 9, 1946, AMERICAN LUMBERMAN & 

















2signed 
of the 
1. Pie. 





7 
7 
= 


shower 
yr small 
ive peo- 
nd with 
ing the 
anyone 
h. The 
special 
of stall 
ler en- 
specially 
cottages 


istrative 
is Manu- 
, Dept. 


ing imar- 
iminates 

A coil 
3 said to 
. to stop 


RMAN & 








the window at any height. It will 
fit any size window of sliding type, 
aud is easily installed and adjusted. 
Four runners are attached to each 
window frame. For further in- 
formation write Fred Luke, West- 
ern Distributing company, Dept. 
AL&BPM, P. O. Box 1546, Tucson, 
A riz. 


Resaw Attachment 


A resaw attachment for use on 
their Zephyr model 36 has been an- 
nounced by the DoAll company. The 
attachment bolts directly onto the 
column of the bandsaw and when 
not in use swivels out of the way 
so the saw can be used for scroll 
work and other bandsaw applica- 
tions. The variable speed drive is 
said to give the operator complete 
control over the rate of feed rang- 





ing from zero to 30 feet per min- 
ute. The resaw takes material up 


to 12x12 and is electrically driven ~’ 
on four feed rollers. For full in-— 


formation write the DoAll com- 
pany, Dept. AL&BPM, 1301 Wash- 
ington avenue south, Minneapolis 4, 
Minn. 


Lumbermen's Red Book 


The November 1946 issue of the 
Reference Book of the Lumber- 
men’s National Red Book service is 
just off the press. Among the 
changes in the listings are many 
new sawmills and many others 
which have resumed business. It 
is the 180th issue of the book, 
which is a semi-annual consolida- 
tion of that service’s twice-a-week 
bulletin of changes in the lumber 
aid woodworking industries. For 
further information about the Red 
Book write the Lumbermen’s Credit 
Association Inc., 608 S. Dearborn 
Street, Chicago 5, IIl. 


how taped screws 


HELP (Amerock DEALERS 
MAKE FRIENDS, KEEP CUSTOMERS 











Amerock leads again! Wood screws for Amerock hinges 
are packed, not loose in the envelope, but paper taped in a 
continuous strip, assuring full count. Easy to handle — easy 
to sell. 


Your customers too appreciate Amerock’s convenient, scat- 
terproof screw packing ... they’ll save time and temper with 
these full-count, easy-to-handle taped screws. Tape also 
prevents screw points from scratching fine finish of hardware, 
assuring satisfied customers, repeat sales. 


OTHER “FIRSTS” BY Amerock 


e Raised-joint hinges e@ “Flexi-grip” catch 

@ Modern Matched designs e “Roll-point”’ catch 

e@ Winged-latch bolt mechanism e “Beauty-seal” platings 

e@ Individual envelope packing e Color-Selector demonstrator 


Heh Your Gobler 


GENUINE 





PRODUCTS 


AMERICAN CABINET HARDWARE 


coer > OG RA: tt 


ROCKFORD, ILLINOIS 
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PAUL B. BERRY 


Wholesale - Commission 


Grand Rapids 6, Michigan 


If you can furnish any ef the following 
(or anything else) write or wire me. 


1 or more cars softwood boards 
and dimension KD or AD, ma- 
chined; also panels, shorts, cut- 
offs. 1 or more cars 5/8” and thick- 
er hardwoods, mostly 4/4” & 5/4” 
KD or AD. Send me your stock 
and price lists. : 




















Divwo0 


SHIPPED FROM STOCK 


Please write if you wish ALL 
issues of the “Teleply Ticker” 
warehouse stock list, your 
guide to items on hand at this 
great Service Plant... many 
woods, thicknesses, widths, 
lengths and glue lines . . . reg- 
ular, water-resistant, WATER- 
PROOF and technical plywood 
. ++ plastic overlaid plywood and 
specialties .. . sliced, rotary and 
sawn veneers. ... Aetna’s staff of 
engineers offers its services to help 
with your plywood and veneer 
problems. There is no obligation. 
Write today. 


AETNA PLYWOOD & VENEER 


1732 ELSTON AVE. - CHICAGO 22, ILL. 


NOW IS THE TIME to buy Aetnaply Gum, 
Birch, Maple, Oak and Mahogany. while Fir 
is still scarce. Your customers will need these 
hardwood panels for. scores of current. uses. 
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WHAT'S NEW? 


Roofing Booklet 

Colorful asphalt roofing has its 
story told in a new consumer book- 
let Choose Your Roof for Rain and 
Shine, released by the Asphalt 
Roofing Industry bureau. Twenty- 
four pages in length with numer- 
ous color illustrations, the booklet 
emphasizes the selection of color in 
home styling and the necessity of 
maintaining a sound, fire-resistant 
roof. It is designed to assist deal- 
ers in effective salesmanship. Na- 
tion-wide distribution is being made 
through dealers, who can obtain 
copies from any member company 
of the Asphalt Roofing Industry 
Bureau. 





Decorative Window Frames 
Windows can be made to look 

larger and more attractive through 

the use of Windo-Frames. These 





wooden frames are adjustable in 
width from 39 to 45 inches and 
measure 65 inches long. Exten- 
sions may be purchased separately 
which will enable the frames to fit 


double or triple windows. They can 


be stained with a natural wood fin- 
ish, painted to match any room dec- 
oration, covered with wall paper 
or decorated with decals. For dress- 
ing up a bedroom the frames can be 
covered with fabric. They can be 
put up with only a screwdriver and 
can be installed around double hung 
or casement windows. Can be used 
to frame mirrors and shelves as 
well as windows. For further in- 
formation write Robb-Hill Inc., 
Dept. AL&BPM, 826 Broadway, 


| New York 3, N. Y. 


Builders’ Hardware 
(Continued from Page 64) 


petitors’ weaknesses and remem)er 
that all retailers are your competi- 
tors because they all cut in on the 
dollar that is available for local 
spending. Also take advantage of 
your competitors’ strength. What 
are they selling in big volume? 
The chances are you could sell it, 
too, if it is in your line. Your «p- 
portunity will depend a great deal 
on your competition, whether your 
competition be strong or weak. If 
it is strong you will have one kind 
of opportunity and if it is weak 
you will have another kind. 


7. When you are away from 
home make it a habit to look 
through stores, all kinds of stores, 
to see not only what they are sell- 
ing but how they display their 
goods, how they departmentalize, 
how they treat customers, what 
prices they are getting, etc. 


8. Read the trade journals care- 
fully to see what other dealers in 
other communities are doing. Study 
the pictures of store and window 
displays that are shown in these 
publications to see not only how 
they display but what goods they 
are featuring. 


BUILDING A WELL-ROUNDED STOCK 


BY FOLLOWING these rules 
and others which you will evolve, 
you will gradually build a well- 
rounded, complete stock of building 
materials and products for the 
home and farm that is suited to the 
needs of your community. It is im- 
portant that the stock be tailored 
to the community. The demand in 
no two communities will be exactly 
the same. However anything be- 
longs in your store, no matter what 
it is, so long as there is sufficient 
demand for it and so long as you 
can merchandise it profitably. 

One more important point. You 
need a separate store to carry on 
your building material business. 
In order to departmentalize, disp'ay 
and merchandise properly, you will 
need a store that is designed es- 
pecially for your business. It need 
not be elaborate or expensive, only 
adequate and equipped for its func- 
tion. In smaller communities it 
need not be removed from the lum- 
ber yard. In large communities, 
where lumber yards are located on 
the outskirts, many dealers are lo- 
cating their stores in the town’s 
shopping centers. 
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Black Market Operators Feel 
Drop-off in Lumber Demand 


Reports from various sections of the country indi- 
cate that while the demand for lumber continues to 
exceed production, it has slackened somewhat on the 
part of builders in recent weeks because of the ap- 
proach of winter. 

With many vital building materials in short sup- 
ply, contractors are less inclined to start any pre- 
winter work they know they cannot finish. 

Black market dealers have felt this blow to some 
extent, dropping their asking prices as much as $20 
per thousand in some cases, although these dealers 
continue their illegal business pretty much as they 
please. 

September production of softwood plywood reached 
a high for the year, 129,053 M square feet. This is 
44 percent higher than September a year ago, a time 
of labor difficulties. If production during the last 
three months rises as high as anticipated (135,000 M 
square feet per month), production for 1946 will ex- 
ceed the 1945 figure of 1,222,000 M square feet by a 
substantial margin. 

In some sections of the South, the shortage of saws 
was closing a number of mills. Sawmill machinery 
minus saws was being furnished mills and operators 
were unable to replace their old equipment. 

The OPA advised manufacturers of special mill- 
work that they may obtain higher ceilings under 
“hardship provisions” of the price control act without 
awaiting industry-wide action. Millwork jobbers 
were also allowed to add recent freight-rate increases. 


Current Statistics on 
Output and Distribution 


Lumber shipments of 413 mills reporting to the 
National Lumber Trade Barometer were 14.4 percent 
below production for the week ending Oct. 19, 1946. 
In the same week new orders of these mills were 6.9 
percent below production. Unfilled order files of the 
reporting mills amounted to 61 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 25 days’ production at the current rate. Gross 
stocks are equivalent to 40 days’ production. For the 
ye: r-to-date, shipments of reporting identical mills 
exceeded production by 0.6 percent: orders were 0.3 
percent below. Compared to the average correspond- 
in; week of 1935-1939, production of reporting mills 
was 7.0 percent above; shipments were 9.4 percent 
above. Compared with the corresponding week in 
1915, production of reporting mills was 64.4 percent 
above; shipments were 53.7 percent above and new 
orcers were 73.3 percent above. 


Western Pine 


Ninety-seven mills reporting to the Western Pine 
Association for the week ending Oct. 19, 1946 cut 
68,227,000 feet. The same week a year ago the cut 
was 42,489,000 feet. Shipments were 56,344,000 feet 
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We’d be making 
TRACKS for your door! 


We used to get up early and scout for 
orders all day long. Now we get up early 
to whip the production problems common 
to all mills. 


Whatever you do, don’t close the door. 
One of these days we'll be squared away 
again—and be filling your orders with 
Ferguson quality lumber. 


W. T. FERGUSON LUMBER CO. 


ST. LOUIS 1, MISSOURI 








For low-cost housing 


PAR-TOX 


wood treatment assures lifetime 
freedom from the ravages of rot 
or termites. 





For a tight sash seal that prevents 
infiltration of moisture and cold 
air — use 


PARKER'S 
PRIMERLESS 
PUTTY 













IRA PARKER & SONS C0. 


OSHKOSH, WISCONSIN 





More than 75 years 
of service tothe sash 
and door industry. 
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TRUSSES 


For Clear Floor Space 


You'll find that AMERICAN trusses 
span distances up to 150 feet safely, 
economically . . . easily meet your 


needs and your budget. 


That is why so many architects and 
contractors insist on AMERICAN 
TRUSSES every time. For they 
know that AMERICAN is a truss 


you can trust. 


Send for Your Catalog Today 





AMERICAN ROOF TRUSS COMPANY 
CHICAGO 49 LOS ANGELES 37 


6846 Stony Island. Ave. 282 W. Santa Barbara Ave. 
Phone: PLAZA 1772 Phone: ADAMS 1-852! 

















AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials 





Automatic Dry Kiln Car Lumber Stackers 

Dry Kiln Car Gravity Flow Unloaders 

Planer Feed Elevators 

Hydraulic & Electric Elevating Tables 

Semi-Automatic Dry Kiln Car Lumber Stackers 

Elevators for Stacking Dry Kiln Cars by Hand 

Electric Lumber Transfers 
Passenger, Freight & Industrial Elevators 


DESIGNERS AND MANUFACTURERS 
OF SPECIAL EQUIPMENT 













MANUFACTURING COMPANY INC. 


2119 Pacific Avenue, Tacoma 2, Washington | 





T ELEVATORS 








LUMBER MARKET 





or 17.4 percent below production. Unfilled orders on 
hand for the week of Oct. 19 amounted to 205,849,000 
and gross stocks stood at 688,809,000 feet. 


Southern Pine 


Production of Southern Pine by the 101 mills re- 
porting to the Southern Pine Association for the 
week ending Oct. 19, 1946 amounted to 15,157,000 
feet. This was 13.33 percent below the three-year 
average for the same mills. Shipments for the week 
of Oct. 19 totaled 14,076,000 or 6.52 below production 
for the week. Orders placed during the week totaled 
11,640,000 feet or 22.69 percent below production for 
the week. 


Northern Pine 


Production of Northern Pine by the five mills re- 
porting to the Northern Pine Manufacturers Asso- 
ciation for the week ending Oct. 19, 1946 totaled 
680,000 feet. The same week a year ago the cut was 
1,495,000 feet. Shipments during the current week 
were 590,000 feet and new business booked totaled 
815,000 feet. Unfilled orders stood at 6,955,000 feet 
and gross stocks at 42,740,000 feet. 


In the Market Centers 

TACOMA—Maritime strike has water borne lum- 
ber shipments paralyzed. However, lumber produc- 
tion is continuing unabated. Shipments that might 
have gone out by water are being diverted to local 
buyers or rail-served customers or else accumulating 
as reserved stocks at the various mills. Logs are be- 
ing brought to the mills by raft, rail and truck. So 
far, rain has not hindered logging operations. Local 
transit strike has hampered sawmill operations but 
no plants obliged to close because of inability to as- 
semble crews. 

KANSAS CITY—Few new. construction projects 
are being started in the Southwest. Every effort is be- 
ing made to finish construction already underway. 
Consequently the demand for lumber has slowed down 
and black market operators have been hurt to the ex- 
tent of $10 to $20 per thousand board feet. Ideal 
weather conditions one factor in ‘greater proportionate 
production of hardwoods than yellow pine. Labor is 
spotty with efficiency far below prewar average. 

MINNEAPOLIS—Winter ahead is causing some 
builders to hold off on new ¢onstruction; also the 
knowledge that many items needed to complete a 
house are short besides lumber. Good weather and 
labor supply are keeping Northern Pine production 
up. Many retailers in somewhat better shape and a 
few have a fair supply of lumber. Still difficulty in 
securing millwork, but suppliés of dimension end 
boards somewhat improved. 


MEMPHIS—Hardwood production continued at 
high pace.as lumbermen rush to get governmert’s 
subsidy on flooring lumber. Mills are shipping inch- 
green lumber to flooring plants; they refuse to hold 
it for the’added premium for dry flooring lumber for 
fear OPA will be eliminated ‘and subsidies ended. 
Other users of hardwood lumbér not so fortunate. 
Retail dealers getting little good softwood. Construc- 
tion lumber is bypassing the legitimate dealer. Mill- 
work of all kinds hard to get, also building hardware. 
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Sitka Spruce Lumber 


and 


Box Shook 


POLSON 
Lumber & Shingle Mills 


Division of 


Polson Logging Company 
Hequiam, Washington 

















TRE KIND OF PLANER 
YOU HAVE LONG WANTED! 


Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formerly obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 
larger machines. Write for details. 


MACHINE WORKS 








238 Eighth St. Holland, Mich. 
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Manufacturers 
and Wholesalers 
OF 
SPECIAL LUMBER PRODUCTS 
Anything Made From 


estern Lumber! 


WE MANUFACTURE 
AND SPECIALIZE IN 


Furniture Dimension 

Glued-Up Stock 

Carpenters’ and Special 
Mouldings 

Venetian Blind Slats, 
Rails and Fascia 

Ready-to-Assemble 
Furniture Parts 

Industrial Shook 

























Remember, too, 

WE WHOLESALE 
Hemlock 

~» 3 Douglas Fir 

Sitka Spruce 
Ponderosa Pine 

and other West Coast Woods 


Address all correspondence 
to our Kansas City Offices 


Manvfecturers and Wholesalers 1635 Dierks Bldg., Kansas City 6,Mo., Victor 4143 


Member of Western Pine Ass‘n., National Wooden Box Ass‘n., Ponderosa Pine Woodwork, 


Notionol-A lesale Lumber Ass‘n. 
West Coast Office: 910 Porter Building © Portland 4, Oregon 


LANE 


Trade Mark Reg. U. 8. Pat. Off. 











SAW MILLS 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 










Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 
Various sizes and dogs to meet your needs. 
Re years’ experience in building Saw 
Mills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT 


87 











R. A. Shipley New President 
of Clay Products Institute 


Roy A. Shipley, president of the 
National Fireproofing corporation, 
Pittsburgh, was elected president 
of the Structural Clay Products In- 
stitute, national association of brick 
and tile manufacturers, at the in- 
stitute’s recent convention in New 
Orleans. 

Mr. Shipley had been a member 
of the organization’s board of di- 
rectors for three years and had 
served as chairman of the associa- 
tion’s research committee. He also 
is a member of the American 
Ceramic society. 

Other officers elected at the con- 
vention were vice president—Joseph 
A. Brown, president, Baltimore 
Brick company, Baltimore; treas- 
urer—W. Gardner Long, treasurer, 
New England Brick company, Bos- 
ton; secretary—J. J. Cermak, 
Washington, D. C. 





WHEN the 100,000th Berry aluminum garage 

door rolled off the assembly line, it was 

presented by Joseph Mazzeo, left, plant man- 

ager, to Glenn Berry, president of the Berry 
Door corporation, Wayne, Mich. 


Stanley Opens New Building; 
Employees Hold Open House 
When the Stanley Works, New 
Britain, Conn., announced the com- 
pletion of their building No. 150 
it marked the culmination of a con- 


struction program begun two years 
ago, calling for the erection of five 
new buildings. 

The employees of Stanley staged 
an observance of the occasion by 
taking over a floor of the new 
seven-story building and presenting 
an open house from Oct. 9 to 12. 

At the time, Stanley employees, 
their families and residents of New 
Britain were given the opportunity, 
not only of inspecting the new 
building, but of seeing the products 
of all divisions comprising the 
Stanley Works. 

Two Members of Gernert 
Family Die in Louisville 

Two members of the Gernert 
family, long prominent in the lum- 
ber business in Louisville, Ky., died 
last month. 

John W. Gernert, 83, was a pio- 
neer lumberman and founder of the 
Gernert Brothers Lumber company, 
formed more than 60 years ago. He 
was president and head of the com- 
pany until his retirement a few 
years ago. He died Oct. 9. 

Frank Gernert, 60, nephew of 
John Gernert and son of one of the 
original partners in the company, 
was killed Oct. 10. He was con- 
nected with the company prior to 
his establishing the Peerless Lum- 
ber company. 

















STOP End Checking!!! 

















Young and Thriving Urania Forest 


OURANTA 


--PIONEER IN REFORESTATION 


Today many companies are beginning reforestation. 
Urania began in 1904. 

Today Urania has over 110,000 acres of timberland 
on a scientifically-managed, selective cutting basis. 


Forward-looking in forest policies, Urania is also 
forward-looking on other matters—quality, for in- 
stance. Urania has long recognized that customers 
served quality become regular, repeat customers. 


The URANIA LUMBER CO., Ltd. 


URANIA, LA. 


Lumber Manufacturers and Tree Farmers 
Members S.P.A., S.P.1.B., Southern Hardwood Producers 
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No. 464-A Lumber sealing compound is a specially 
— “end coating” that produces amazing 
results. 


Not a “lead and oil” paint but a new product de- 
signed to do a particular job. 


Can be applied with spray gun designed for heavy 
bodied materials or by brush. Color is black. 


Any mill, lumber dealer or manufacturer who stores 
lumber can effect very substantial savings. 


Reports have been received that use of the com- 
pound has resulted in savings amounting to thou- 
sands of dollars worth of lumber previously lost due 
to “end checking.” 


No. 464-A Lumber sealing compound is reasonably 
priced as follows: 


$1.50 PER GALLON IN 55 GALLON NON-RE- 
TURNABLE DRUMS 


$1.60 PER GALLON IN 5 GALLON CONTAINERS 
F.O.B. AKRON, OHIO 


The Akron Paint and Varnish Compary 


AKRON 1, OHIO 
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SPECIAL LOUVERS 


For NEW Construction 
Nice Job—Easy to install *# 





STANDARD LOUVERS 


"Good for the life of Any 
# Average Building" 





Scientific Design a 0 L V e i] at *Pat. Appl. for 


MANY EXCLUSIVE FEATURES — NONE BETTER ON THE MARKET 





















S a 
Latest Equipped 
Type with 
of Lumite 
Attic Plastic 
Louvers Screen 
-_> | < 
e STAIN PROOF RUST PROOF e 
Our complete line includes We also build Special 


over 30 Sizes and Types for . Louvers for the Industrial 
ey a. Write for Details wees. 
ARR-O-LINE Manufacturers, 3060—4th Ave. So., Minneapolis 8, Minn. 
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America’s finest washable flat 


x 












. f / 
A eed eh 


wall finish .. . so waterproof 
that it can be washed clean as 


~- 


many as 10 times between 
paintings! One of the eleven 
famous All-Stars on O’Brien’s 


Pn 5 Accel mp“ = 
Ir A = ~*~ 


IT 
a ew 


“First Team.” 


O'BRIEN VARNISH COMPANY 
SOUTH BEND 21, INDIANA 


ii 


PAINTS 


Ko FINE FINISHES SINCE I875 


RAIN 
SALES OFFICE: 2020 Conway Bldg., CHICAGO 2, ILL. 


Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont 














DISTRIBUTORS OF 














McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


“Member of the Western Pine Associa- 
tion, Portland, Oregon. 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 
DISTRICT SALES OFFICES: 


SELLING THE PRODUCTS OF ones 
*THE McCLOUD RIVER LUMBER GHEVLIN PINE 
COMPANY VISULY PONDEROSA PINE 


(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 











NEW YORK 
1604 Graybar Bldg. 
Mohawk 4-9117 





SF ree Pee Woodorek 











CHICAGO 
1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bldg. 
Exbrook 7041 
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Wood-Ply Research Foundation 
Directors Hold Annual Meeting 
Directors of the Veriply organi- 
zation—the Wood-Ply Research 
Foundation Inc., held their third an- 
nual meeting in Chicago, Sept. 30. 
President George W. Bateman 
summarized the meeting by saying 
“The progress of the Wood-Ply Re- 
search Foundation to date is indica- 


Maclea Lumb 


J. E. HIGGINS JR., J. E. Higgins Lumber company, San Francisco, and Carlysle Maclea, the 














tive of the promising future for the 
plywood industry. In the next few 
months it may be expected that ply- 
wood will be in greater supply and 
we should come nearer to satisfying 
the demand than in the past.” 

The new officers of the foundation 
are president—George W. Bateman, 
Daniel Buck Ine., Philadelphia; 
vice president—J. Glennon Cahill, 





GEORGE W. BATEMAN, president-elect of the 
foundation. 


pany, Baltimore. 


Western Hardwood Lumber com- 
pany, Los Angeles; secretary-treas- 
urer—Wellington R. Burt, Chicago. 
Members of the executive commit- 
tee are Alvin J. Huss, Huss Lumber 
company, Chicago; D. Carlysle Mac- 
Lea, the MacLea company, Balti- 
more, and Alva C. Sconce, Omaha 
Hardwood Lumber’ company, 
Omaha. 





ROLL-OFF 





— 


LUMBER TRUCK 9BEDS since 1018 








Complete Beds Shipped KD 





EASILY MOUNTED 





“The Active Truck Is the Money- -Maker” 











Write for Catalog & Prices 





The R-B COMPANY, 1921 Guinotte, KANSAS CITY, Mo. 
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Quality Lumber 
for 58 Years ... 








Pan Fos Wonder 





Nis 










IDAHO WHITE pith E 
PONDEROSA PINE 





CALIFORNIA SUGAR PINE 
WESTERN WHITE SPRUCE 


WINTON LUMBER SALES CO. 0 Foshay ae MINNEAPOLIS 2, MINN. 
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WANTED wt BUY 


LUMBER 


WE ARE USING 200,000 FT. LUMBER DAILY 
IN OUR TWO PLANTS. CAN USE THE FOL- 
LOWING: 


lx4 and wider, Pine, S4S, random Lengths. 

lx4 and wider, Pine, SHIPLAP, random Lengths. 

lx6 or 1x8 Pattern 105, NOVELTY SIDING. Random 
Lengths. 

2x4, Pine, S4S, random lengths. 

2x6, Pine, S4S, random lengths. 

2x8, Pine, S4S, random lengths. 


Lumber can be green or dry, will pay cash for any 
volume, steady shipments. 


FLOORING SASH 





lacLea, the 
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CREO-DIPT STAINS 


FO? WOOD SHINGLE ROOFS AND SIDE WALLS 


NOPD] IAI 





COMPANY, INC. 


Established 1911 


: 
NORTH TONAWANDA, N. Y. 


1% 
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Saves time! 
Easy to use! 
Kept up to date! 


BIDDLE 


Price Ceilings & Regulations 
Maximum Prices 


Lumber — Plywood — Millwork — Building 
Materials as established by OPA 








Worth its weight in_ gold. quick reference to certain 
Indispensable to all lumber mill ceilings .delivered to -all 
buyers, salesmen, estimators, important Rail centers. Kept 
accounting Cogernente. Prices up to date with new sheets 
all Ey. s, species as issued as need arises. 

fixed by OPA. 


Major lines are 
extended to show delivered $10 OO Per uarter 

em Order Yours Now 
Complied by 


maximum prices, affording a 
BIDDLE PURCHASING COMPANY 
New York 7, N. Y. 


280 Broadway 


Meridian, Seattle. Chicago. Pittsburgh. Baltimore. San Francisco 














Anaconda Copper 
| Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 
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Los Angeles Hoo-Hoo Club 
Names Committee Members 


At a recent meeting of the Los 
Angeles Hoo-Hoo club board of di- 
rectors, the following committee 
members were announced. Arrange- 
ment: Bob Osgood, chairman; E. 
M. Galbraith, Oran Wright and 
Harvey Koll. Concatenation: Hunt- 
ley Wark, chairman. Entertain- 
ment: Dee Essley, chairman, and 
Orville Stewart. Golf and prizes: 
Ed Bauer, chairman; Bill Ream, 
Spud Jordan and Paul Orban. Mem- 
bership: J. W. Fitzpatrick, chair- 
man, and Frank Connelly. Pro- 
gram: George Clough, chairman, 
and Fred Smales. Publicity: Roy 
Stanton, chairman; Warren Hoyt 
and Ed Martin. 


Ruberoid Company, New York, 
Observes Sixtieth Anniversary 


Due to the present pressing de- 
mand for additional housing 
throughout the country, the build- 
ing materials industry should be 
able to look forward with confidence 
to the immediate future, it was 





SHOWN here is the plant of the Warp Brothers, Chicago, with its new addition begun las! 
The new building covers almost an entire block. 


winter. 


stated recently by Herbert Abra- 
ham, president of the Ruberoid 
company, in a letter addressed to 
all of the company’s factory and 
office workers on the occasion of the 
firm’s sixtieth anniversary. 

Featuring the sixtieth anniver- 
sary observance were special trib- 
utes to employees who have been 
associated with the company for 
long periods and who, by reason of 
their experience and loyal coopera- 
tion with their fellow workers, 
have played an outstanding part in 
the organization’s growth and 
progress. 











 PARAFFINE "WAX" OIL 


A High Paraffine Content Oil 


for Oiling Flooring and Blocks 





for Protection Against Weathering and End Checking 





for Lubrication Work 
for Finishing Operations 








for Coating Concrete Forms & Pallets 





for Wood Preservation 





Immediately available in any quantities 





Lower cost than ordinary neutral Paraffine Oils 


KALAMAZOO PARAFFINE COMPANY 
1809-21 Reed St., Kalamazoo 24, Michigan 


Supplied in drums and tank cars 
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HARDWoant 


SOFT Woops 


CAYUTA BRAND 
HARDWoop 
FLOORING 


MAHOGANY 


CtltblE A 


ne a aL OGLIILEE , , 
PILL La VALLE. ip ii7 MW fabs Up Y, ad 
To Our Customers: 


Many thanks for your offerin 
ume of business. 


us such a vol- 
e sincerely regret that we 


find it impossible to accept all the orders 


offered 
we ap 


durin 
ited 
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We wish you to understand that 


preciate your kindness and cooperation 
these times that our production is lim- 
ue to factors beyond our control. 








W. B. Pettibone, Prominent 
Missouri Lumberman, Dies 


Wilson B. Pettibone, 88, a prom- 
inent figure in the lumber industry 
for two-thirds of a century, died in 
Hannibal, Mo., Oct. 13. He started 
in the industry with the logging of 
northern pine down the Mississippi 
River and in the succeeding years 
was connected with several lumber 
companies among them the Hanni- 
bal Sawmill company, the North 
Missouri Lumber company, and the 
Lambert Lumber company, Ft. 
Leavenworth, Kan. During the 
years he worked with both sawmills 
and retail companies. 


Companies Announce 


Plans for construction of a fabri- 
cating and assembly plant for the 
double-glazed insulating Twindow 
unit have been announced by the 
PITTSBURGH PLATE GLASs_ COM- 
PANY. It will be located at Creigh- 
ton, Pa., and will adjoin the present 
glass plant. 


Two Pacific coast lumbermen 
have joined to form a partnership 
to be known as the HEMPHILI- 
O’NEIL LUMBER COMPANY, Cen- 
tralia, Wash. Allen C. Hemphill 
has been operating the Hemphill 
Lumber company for many years at 
Centralia and R. H. O’Neil has been 
with the Mutual Lumber company, 
Bucoda, for about 24 years. 


_ SKILSAW INC., Chicago manufac- 
turer of portable electric tools, has 
announced the purchase of the 
Forss Pneumatic Tool company, 
Aurora, Ill. Skilsaw will now sup- 
plement its line of portable electric 
tools with a line of portable pneu- 
matic tools. 


A Pacific Northwest laboratory 
to place research in close contact 
with treatment of Douglas fir and 
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Knudson & Mercer Lumber Co. 
Purveyors to 
Accredited Retail Lumber Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Bivd., Chicago 4, Ill. 











Time Saver for Managers 


Busy managers find this neaty 
desk-side MANAGERIAL 

FILE enables them . keep 

all important details of their 
business at their finger tips 
for instant SS 
on pendi matters, costs, 
output, profits. Doubie- locked 
for privacy. WRITE FOR 

CIRCULAR. 


Northwest Metal Prods. Co. 











1337 E. Mason, Green Bay, Wis. 
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MINER'S EDGER WITH SKF BALL BEARINGS 


Simonds saws, lightest running. SPECIAL 
FEATURES: Variable feed for light power, 
guide rail and spurs make STRAIGHT lum- 
ber, well-balanced mandrel, now creosoted 


frame. IT CLEARS ITS COST IN 30 TO 60 
DAYS, 


MINER EDGER WORKS, Phone 1292, Meridian, Miss. 





SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FACTORY 
YARD STOCK F i R CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 


Established 1912 





ome 





Since 1922 


TH 2_DAD & LAD & 


MANUFACTURERS 
Asphalt and Asbestos Roofing 
Cements, Paints and Compcunds 


Factory and Executive Offices 

















* NEW LENOX, IL)INOIS 
_— 
WANTED 
Cherry & Birch squares 2!/2"" x 2//2'' x 20" (or 


mult ples) 
Also Cherry lumber 4/4 to 8/4 inclusive 
Ash, Birch & H. Maple 4/4 to 16/4 inclusive 


S. Mapl 
thems + = & Poplar 4/4 


WARREN ROSS LUMBER CO. 
Falconer, N. Y. 








other western species was opened 
November 1 at the Wauna, Ore., 
plant of the American Lumber and 
Treating company. The unit will 
be in charge of William A. Mac- 
Farland. 


Capacity of the RALPH L. SMITH 
LUMBER COMPANY is being in- 
creased with the addition of a 
new mill now under construction in 
northeastern Oregon. The mill 
will be located near Izee, approxi- 
mately 50 miles northwest of Burns. 


Sale of the WINTON LUMBER 
CoMPANY holdings at Gibbs, Idaho, 
to James M. Brown Jr. and Law- 
rence V. Brown, Sandpoint, Idaho, 
has been announced by’ D. J. Win- 
ton, St. Paul, chairman of the 
board of directors of the lumber 
company. 


The NEW MEXICO COMPANY, new 
Albuquerque building materials 
wholesale firm, opened Oct. 5. Car- 
ter Wood is general manager of the 
company and Curtis Maynard is 
treasurer. 


Promotions and Appointments 

RICHARD M. SCANLON, formerly 
advertising manager of General 
Cable corporation, New York, has 
been appointed advertising man- 
ager of Prima Products Inc., New 
York and also Waverly Products 
Inc., Bridgport, Conn. 


HAROLD D. HAuvr, director of the 
technical branch of the National 
Housing agency, has been recalled 
by Yale university to become act- 
ing chairman of the Department of 
Agriculture. WILLIAM V. REED 
will succeed Mr. Hauf as director 
of the technical branch. 


RUSSELL LEHMANN and WILLIAM 
BARTELL have joined the architec- 
tural design staff of the General 
Electric company’s home bureau. 


C. R. DOBSON has been elected 
vice president in charge of opera- 
tion for the H. K. Porter company, 
Pittsburgh. 


The appointment of WILLIAM 
L. GILLESPIE as secretary and ad- 
vertising manager of Mill and Mine 
Supply Inc., Seattle, makers of 
Titan power chain saws, has been 
announced. The new secretary has 
been associated with the firm since 
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HOUSTON * 


GRATELESS 
AIR COOLED 


REFUSE 
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ENGINEERING SERVICE & ESTIMATES 
FURNISHED WITHOUT CHARGE 


HOUSTON BLOW PIPE & 
SHEET METAL WORKS 
HOUSTON 1, TEXAS 





Lindsey 8-Wheel 
Tractor Wagons 


are ideal for tractor logging. They 
are used singly or in . 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 











Gives Siding Jobs Improved 
Protection and Appearance 


On every Asbestos 
Siding job, where ap- 
pearance is essential, 
you can save valuable 
time, simplify fitting 
at corners and along 
window and door 
frames, give added pro- 
tection, by using indi- 
vidual zinc corner strips. . . . Made of 
oxidized zinc... will not stain. Lengths 
suitable for any Asbestos Siding Shingle. 
For compris details write 


BUGHER MANUFACTURING CO. 








211 S. Main Street 


Kokomo, Ind. 








LEMIEUX BROS., INC. 


FORESTERS--TIMBER ESTIMATORS 
APPRAISERS—CIVIL ENGINEERS 


610 Pere Marquette Bidg., NEW ORLEANS, LA 
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1939 except for three years’ active 
service in the Navy where he at- 
tained the rank of lieutenant. 


HILLMAN LUEDDEMANN, vice 
president and northwest manager 
of Pope & Talbot Inc., has been 
named general manager of the 
company’s lumber division. With 
headquarters at Portland, Ore., he 
will supervise’ the company’s pro- 
gram of postwar expansion. 


J. J. FRIEDLER JR., southern dis- 
trict manager of the Ilg Electric 
Ventilating company, has_ been 
elected to the board of directors. 
G. C. JELLIFFE, formerly lieutenant 
commander in the Navy, has been 
appointed direct assistant to P. D. 
Briggs, vice president and general 
sales manager of Ilg’s New York 
office. KEITH P. RIBBLE has been 
placed in charge of the Houston 
office and the Phoenix office is now 
being operated by E. B. BOMAR. 


LESTER KIRSCHBRAUN, vice pres- 
ident in charge of research of the 
Flintkote company, New York, has 
resigned as an Officer of the com- 
pany, but will continue with the 
company. 


MERLE L. CRIPE and C. A. CooK 
have been appointed vice presi- 
dents of the Richkraft company, 
Chicago. Mr. Cripe assumes charge 
of the research department and Mr. 
Cook continues as western sales 
manager. 


HARRY A. GATES has been named 
sales representative by the Whit- 
ing-Adams company Inc., Boston. 


Appointment of FRANK P. SMITH 
as sales engineer in the Cleveland 
region has been announced by E. I. 
du Pont de Nemours and company, 
Wilmington, Del. His headquarters 
will be in Pittsburgh. 


JAMES R. RITCHAY has_ been 
elected secretary-treasurer of the 
Home Ola corporation, Chicago. 


ANDREW L. HARRIS has been ap- 
pointed executive secretary of the 
Producers’ Council. He has been 
manager of sales promotion for the 
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Eagle-Picher Sales company, Cin- 
cinnati. 


JAMES D. GREENSWARD has been 
named assistant to William C. John- 
son, vice president of the general 
machinery division of the Allis- 
Chalmers Manufacturing company, 
Milwaukee. 


CHARLES A. JEANSON III, mem- 
ber of the armed forces since 1942, 
has been appointed western sales 
manager of the Lumite division, 
Chicopee Manufacturing company, 
with headquarters in San Fran- 
cisco. 


Women Enter Lumber Field; 
Learn How Products Are Made 


Entering a field held to be strict- 
ly a man’s domain, three women 
have opened a lumber yard in Ok- 
lahoma City, and are making a suc- 
cess of it. 

Mrs. Alene Beckord, a former 
social worker; Mrs. Peggy Wunsch, 





MRS. ALENE BECKORD and Mrs. Peggy 
Wunsch, lumber yard owners, learn how 
paint is manufactured. 


a lawyer and Mrs. Estelle Parker 
have built a store, office and lumber 
yard and stocked them with lumber, 
door sashes, concrete blocks, nails 
and paint. 

“Realizing our lack of knowl- 
edge,” states Mrs. Wunsch, “We 
set about to learn everything we 
could about such products. Right 
from the start, our idea is to know 
the lines so well we will not have 
to take our bonnets off to any men 
in the industry.” 

In the picture Mrs. Wunsch and 
Mrs. Beckord are shown studying 
the processing and grinding of 
paints in the factory of the Seidlitz 
Paint and Varnish company, Kan- 
sas City, Mo. 















ADVERTISING 


PAYABLE IN ADVANCE 


Copy must be in office of AMERICAN LUM. Pid 
BERMAN by Monday prior to publication 
date. Rates are based on number of WORDS 
and consecutive insertions as shown below, 
Be sure to count address. For “blind” ad 
dress care this publication count 5 word 
Advertisements are set in uniform style, iz 
proper classification, with first line in capitals 
if so ordered. 

Extra lines of white space count as 5 word 
Please specify CLASSIFICATION desired, 


8c per word for one insertion. 
7c per word, per insertion, for 2 consecutive 
insertions. 

6c per word, per insertion, for 3 to 5 consecu- 
tive insertions. 

MINIMUM CHARGE §1.60. 

Attractive discounts tor 6, 13 or 26 consecu- 
tive insertions. 

hen answering “blind’’ advertisements ad- 
dress number shown care of 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago” 2, [ilinois 


HELP WANTED 


Lumber salesmen familiar with the lumber 
dealers to set up jobbers in protected teri- 
tories for the improved ‘‘Better-Bilt’’ Stoker. 
Write in first letter territories desired and 
lines you are now carrying. Address C-6l, 
American Lumberman. 




















Wanted a man near Rockford, Illinois, to fig- 
ure O.P.A. prices in lumber, building maten- 
als, millwork and etc. A part time job as we 
are a small company. Address C-55, Amer- 
ican Lumberman. 


MILLWORK SUPERINTENDENT 
Florida Millwork Plant wants to employ a 
man thoroughly experienced as Superintend- 
ent, Estimator, Detailer and Biller. Give brie! 
history of experience and references. Addre 
D-56, American Lumberman. 


MANAGER WANTED 
Retail Yard owned by Manufacturer of Hard- 
wood and Cypress Lumber—excellent oppor 
tunity—state age, experience and reference in 
first letter. RALP ANDERSON LUMBER 
COMPANY, INC., HETAIL DEPT., NEW MA 
DRID, MISSOURI. 








——" 





BAND SAW - ANVIL MAN 


or 
Stretcher Roll Oper. 


Excellent opportunity for right man. Steady 
work, Boston suburb. Write, stating age, ¢ 
perience and expected salary. 

P. O. BOX 1071 

BOSTON, MASS. 


— 





Manager i 
Manager for yard in large Midwestern city: 
with or without investment. Wonderiul oP 
portunity for right man. Reply E-37, Amer 
ican Lumberman. 


Wanted: Planing mill superintenden: for ¢ 
lant that has 80,000 feet daily capacity with 
actory connected. Address E-39, America® 
Lumberman. 





— 





Wanted: Circle-saw filer and millwright m@ 
for year-round position.. Address E-40, Amer 
ican Lumberman. 


BAND SAW FILER 


Capable of taking full charge Chicago planing 
mill. Address D-57, American Lumberman. 


eee 
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